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INSTALL... BECAUSE IT’S LIFETIME WARRANTED... 
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Dexter Direct Factory Representatives are lo- 
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BRAND RAPES DEXTER MICHIGAN In Canada: Dexter Lock Canada Ltd. 
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NEWS BRIEFS 





onstruction 

Construction contract awards 
in the 87 states east of the 
Rockies in August set another 
all time high with a total of 
$1,548,876,000, shattering 
July’s previous record-breaking 
total of $1,420,181,000 by 9 per- 
cent, it is reported by F. W. 
Dodge Corporation, construc- 
tion news and marketing spe- 
cialists. 

The August total was also 15 
percent higher than the April 
of $1,350,496,000 which 
had stood as the peak figure for 
1950 until topped by the July 
contract award total. 

The August total was 71 per- 
cent higher than August 1949. 


' The eight month total for 1950 


of $9,823,205,000 was 56 per- 
cent higher than the compa- 
rable figure for last year. The 
total of square feet of floor 
area for the first eight months 
was 894,626,000, up 72 percent 
over the comparable figure for 
1949, 

Residential awards in Aug- 
ust totaled $754,106,000, an in- 
crease of 12 percent over the 
July figure and an increase of 
92 percent over the correspond- 
ing figure for 1949. 

Non-residential awards _ in 
August were $540,989,000, up 
ll percent over the July total 
— percent ahead of August 

Public and private works and 
utilities totaled $253,781,000, a 
decrease of 2° percent from 
July, but an increase of 8 per- 
cent over August 1949. 


* « oa 


Expect General Controls of re- 


| tail prices; not quite as soon 


as the wholesale bottle is 
corked, but shortly after that 
time. Retail price control is 
what John Q. and Mrs. Public 
are demanding. And in a loud 
Voice 


Modernization and Repair are 
likely to hold up or even to in- 
crease in volume; no matter 
What happens to the new-house 
market. A word to the wise! 


Fann:; May has now been trans- 
ferr | from RFC to H&HFA. 
FN1}'A continues to be a gov- 
ernment corporation, with sep- 
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arate officers and _ directors. 


When Fanny moved, she 
brought along a_ sackful of 
mortgages; about a billion dol- 
lars worth. 

* a * 


Home Contest 


The most valuable home de- 
sign contest in history, with na- 
tional, regional and local cash 
prizes expected to total $100,- 
000, was announced recently 
by the National Association of 
Home Builders and Architec- 
tural Forum, the magazine of 
building, joint sponsors of the 
competition. 

Under rules of the con- 
test, one person can win as 
much as $15,750 with a single 
entry. 

N.A.H.B. President Thomas 
Coogan said the contest, open 
to all registered architects and 
architectural students in the 
United States, was a contribu- 
tion of the building industry to 
the development of increasingly 
higher standards of home liva- 
bility for the majority of the 
American people. 

Contestants will be asked to 
design a detached, one-family, 
low-cost house suitable for a 
lot, 60 feet wide and 100 feet 
long. The house must have 
three bedrooms, no basement 
and a floor area of 1,000 square 
feet or less. Design and con- 
struction must meet general 
FHA and VA requirements. 


* * * 


Wood Preservers 


The 1951 annual meeting of 
the American Wood-Preservers’ 
Association will be held in Chi- 
cago at the Stevens Hotel from 
April 24 to 26, President Fred 
W. Gottschalk has announced. 
The dates and location were se- 
lected by the Executive Com- 
mittee of the association. 

This 46-year old scientific so- 
ciety convenes once a year to 
discuss developments in wood 
preserving techniques which 
make poles, railroad ties, lum- 
ber and other forest products 
resistant to decay, insects, and 
fire. A large attendance, esti- 
mated to be more than 700, is 
expected at the 1951 meeting. 

The association has grown to 


a membership of over 1400, 
H. L. Dawson, Secretary, re- 
ports from the headquarters’ 
office in Washington, D. C. 


* a a 


No Rollback of Prices to last 


spring’s level; and no consumer 
rationing within the visible fu- 
ture. But better get condi- 
tioned to those other controls. 
You don’t have to love them; 
but you’ll probably have to live 
with them. 


The NRLDA estimates that dur- 
ing the past two years the own- 
ers of old homes have spent 
about seven billion dollars a 
year in fixing them up. In the 
past four or five years about 
15,000,000 of these homes have 
been remodeled or repaired. 


- + * 


Housing Trend 


Reports covering the month 
of August submitted to the Na- 
tional Housing Council indicate 
that some decline will occur in 
the last quarter of the year 
from the current record level 
of homebuilding, Raymond M. 
Foley, Administrator of the 
Housing and Home Finance 
Agency and Chairman of the 
Council, said today. 

Mr. Foley said that the re- 
ports were still too incomplete 
to be conclusive or to indicate 
the extent to which such a de- 
cline may help meet growing 
defense needs and sharp cost 
rises already occurring. 

A steady and more than sea- 
sonal decline during the month 
in the FHA insured mortgage 
applications for new homes, a 
prime indicator of future home- 
building plans, supported by 
general agreement from both 
government and private sources 
throughout the country as to 
future homebuilding plans, 
confirm a trend toward a lower 
level of housing activity later 
in the year. 

Most current reports, he said, 
reflect the high level of current 
activity resulting from the rec- 
ord volume of operations and 
commitments previously out- 
standing to which housing 
credit curbs, announced on 
July 18, do not apply. The re- 
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THESE 35 POPULAR USES 
ror SISALKRAFT propucts 


MEAN MORE PROFITS FOR YOU 


AIR-TIGHT WATERPROOF 


REINFORCED 


SISALKRAFT uses 
IN BUILDING-CONSTRUCTION 


As SHEATHING PAPER 
As a MOISTURE-VAPOR BARRIER 
For FLASHING Door and Window Openings 
UNDER ALL CONCRETE SLABS 
COVERING CONCRETE 
(Curing and Protection) 
UNDER FINISHED FLOORING 
As PROTECTIVE COVERING for finished 
floors, stairways, trim, marble work, etc. 
As WEATHER-PROTECTIVE ‘“TARPS”’ over 
lumber, brick, cement, aggregate, etc. 
As WEATHER-PROTECTIVE ‘“‘TARPS” 
over machinery 
FOR CLOSING IN, Temporary Partitions, 
Lining Sheds, etc. 
For FROST PROTECTION 
For Shade and Rain Shelters 
As DRY SHEET under STUCCO 


SISALATION uses 
IN BUILDING-CONSTRUCTION 


As Combined Sidewall INSULATION 
and VAPOR-BARRIER 
As Ceiling INSULATION 
UNDER FLOORS 
With SISALKRAFT, for INSULATED 
DRY WALLS 
For Lining ATTICS& UNFINISHED ROOMS 
For SINGLE-WALL Construction 
For POULTRY-HOUSE LINING 


SISALKRAFT on tHe Farm 


For Temporary SILOS, Trench SILOS 
For HAYSTACK COVERS 
For Corn Crib COVERS: Grain Bin Liners 
Temporary GRAIN PILING or STORAGE 
For SEALING Permanent Silo Tops and Doors 
For WAGON and TRUCK COVERS 
As WINDBREAK ‘‘Tarps’”’ 
As PROTECTIVE ‘“‘Tarps’’ over machinery 
As SHEATHING PAPER for Farm Homes 
For LINING BARNS, SHEDS, SHELTERS 
For LINING STOCK CARS and TRUCKS 
For CURING CONCRETE 
For TREE WRAPS 
As SHADE and RAIN SHELTERS 
As SOIL STERILIZATION Covers 
As Protective ‘‘Frost Blankets’’ 
and many other uses. 


Ask for Free Merchondising Aids 


aaee MAIL THIS COUPON TODAY:eeaa_n 
The SISALKRAFT Co., Dept. AL-10 
205 W. Wacker Drive, Chicago 6, Ill. 


Please send free samples and information 
on all Sisalkraft Products. I am a 
Contractor; [] Dealer. 


Name 





Firm Name 





Address 








City, Zone and State. 


"THE SISALKRAFT CO. 
Chicago 6 » New York 17 + San Francisco 5 
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ports, assembled from all Fed- 
eral agency reporting sources, 
were instituted to measure 
housing trends and the effect of 
the credit restrictions intended 
to conserve materials for de- 
fense and discourage inflation. 

With a decline in housing 
volume later in the year, Mr. 
Foley said, the large amount 
of housing already built or 
committed will result in a to- 
tal number of housing starts 
this year well above the record 
year of 1949, when more than 
a million units were begun. 


* * * 


The Average FHA improvement 


loan has been a little more 
than $400; and about half these 
loans have been for roofing, 
heating and insulation. Other 
items: Bathrooms, kitchens, 
new floors, garages, and finish- 
ing attic and basement rooms. 
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Retail Sales 


Sales of large independent 
retailers were 20 percent higher 
in August 1950 than in August 
1949, and August sales were 7 
percent above the July dollar 
volume this year. 

Lumber and building mate- 
rials dealers reported sales up 
63 percent in August 1950 com- 
pared with August 1949. A sales 
increase of 28 percent was re- 
corded by hardware stores; 27 
percent, furniture stores; and 
25 percent motor-vehicle deal- 
ers. 

Sales of dry goods and gen- 
eral merchandise stores were 
18 percent higher in August 
1950 than in August 1949. De- 
partment store sales were up 
17 percent, and apparel stores 
registered a sales gain of 15 
percent. 

Moderate sales _ increases 
were reported by jewelry stores 
(13%), gasoline service stations 
(11%), general stores (9%), 
and food stores (5%) this Aug- 
ust over August 1949. Eating 
and drinking places and drug 


stores closed the monti of 
August with sales slig| tly 
above August 1949—2 pei cent 
and 1 percent, respectively 

Among these kinds of busi. 
ness, the highest gain from July 
to August this year was re 
corded by department stores 
(up 21%) and was followed by 
jewelry stores (up 17%) and 
lumber and building materials 
dealers (up 16%). 


Markets 


As of today, the market js 
tight—in lumber, cement, gyp- 
sum products, and many items 
made from steel. 

However, there is general 
feeling that, short of a big-time 
emergency, the supply situation 
will get better all along the line 
Boxcars could whip the pres- 
sure on lumber supplies at the 
retail level in short order. 
There is lots of lumber at the 
mills. And housing starts are 
being made today at a substan- 
tially slower rate. 

There is good reason to be 
lieve that steel supplies will be 
big enough shortly to allow all 
necessary builders’ hardware 
and nails, and without undue 
stress. 

Cement and gypsum prod- 
ucts will catch up in supply as 
the building season tapers off. 

Seattle: A boom men’s strike 
and a strike at one mill in Ta- 
coma have been the only labor 
deterrents to production; from 
the weather standpoint Sep- 
tember has been close to the 
ideal. Warm sunny days have 
kept the woods dry but con- 
stant watchfulness has enabled 
camps to operate unhindered. 

Inventory figures compiled 
on September Ist as on August 
Ist reveal gains but not enough 
to assure plenty of logs for 
winter. On Sept. Ist Puget 
Sound supply went up by 7 
million from 390 million; Co- 
lumbia river gained 50 million 
feet from an August Ist total 
of 297 million. Grays Harbor 
increased by eleven million 
from 79 million. 

On a yearly comparison the 
inventory doesn’t look so good. 
The figures this September 1st 
show 72 million less on Puget 
Sound; 87 million less on Co 
lumbia river and six million 
less on Grays Harbor. Demand- 
prices—For the first time I 
many weeks demand and price 
declines are evident. Most out- 
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, WINDOWALL of Andersen Gliding Window Units, , 


JUST TWO WINDOWS form an entire wall for this room windows, made of lasting, beautiful, insulating wood. 

— vindows that open wide to fresh air, sunshine and a_ Their efficient performance both as windows and as 

Viow...a wall that keeps out cold and driving rain. walls produces lasting satisfaction for home owners, 
‘his is a WINDOWALL of the largest size of Andersen quicker sales for builders. 

G ding Window Units. Andersen WINDOWALLS are sold only through regular 
‘hey fill a wall in a hurry, and their large glass area lumber and millwork dealer channels. See your mill- 

&: es a picture window effect. Yet they are operating work distributor or write us for further information. 


* TRADEMARK OF ANDERSEN CORPORATION 


BAYPORT « MINNESOTA 





standing development in the 
past fortnight has been a weak- 
ening in the call for green lum- 
ber and shingles. Prices on 
green fir dimensions have drop- 
ped $3 to $7 and almost paral- 
lel declines have occurred in 
hemlock. Green Engleman 
spruce is also off but not to the 
extent of fir. Shingles are $1 to 
$2 lower and are expected to 
go lower. Dry lumber and up- 
per items are steady. Many be- 
lieve prices would be much 
lower if cars were in good sup- 
ply. The car shortage has eased 
a little in some areas but Ore- 
gon mills have large stocks 
awaiting shipment. Pine prices 
are steady. 

Resistance to high prices; 
coming of October-November 
season normally a slow buying 


period; reluctance to stock 
lumber and shingles at high 
prices by retail yards; comple- 
tion of many projects before 
winter and uncertainties of do- 
mestic business under the im- 
pact of the Korean war make 
the present market very sensi- 
tive to demand and price. 

The shingle market has faced 
an about turn after unprece- 
dented high prices had been 
reached. Now the mills have 
almost no order files but are 
shipping production right out. 
Prices simply got too high; the 
market is dropping rapidly. 
Buyers get what they need and 
none for stocking. Only in Brit- 
ish Columbia do the shingle 
mills have order files. 

Export activity is limited to 
inquiries from Okinawa and 





MODERN PACKAGING 

makes sales easier; increases your profit, 
saves your money in warehousing 
and merchandising. 
The Spencer Kellogg trademark 
assures quality and your 
customer’s satisfaction 





SPENCER KELLOGG 
and SONS, Inc. 
Buffalo 5, N.Y. 


The First Name in Vegetable Oils 
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Guam. Supply—lIncreasin;: im. 
portance of hemlock lumber jg 
revealed in the Sept. 1st log 
inventory which showed that 
supplies of hemlock logs are &} 
million feet less than on Sep. 
tember Ist 1949. Cedar inven. 
tory on the yearly comparison 
gained 7 million feet. 

Baltimore: With the big sum. 
mer demand behind it, but ae. 
tive selling still in order, the 
Baltimore lumber market looks 
for substantial business 
through the remainder of the 
year. The new imposition of 
credit restrictions and _ inven. 
tory controls’ have had little, 
if any, effect here thus far. & 
With regard to controls over 
inventories, one large dealer 
asked: 

“What inventories?” 

The brief question illustrates 
very candidly the shape yard- § 
men’s supplies are in. Cer. 
tainly, in the extremely active 
turnover most have been ex- 
periencing for months, there 
has been no chance to build up 
supplies—controls, in a sense, 
have been put on-in another 
way. 

As to prices, as indicated be- 
fore, some dealers would pre- 
fer to have controls instituted. 
But that part of the market 
also is shaping up under the 
usual laws of supply and de- 
mand. 

Fir from the West Coast, ac- 
cording to advices here, has 
been leveling off, with the No. | 
common, including 20 percent 
No. 2, now being delivered here 
for around $108 per M in con- 
trast to $119 a few weeks ago. 
Prices in spruce also have lev- 
eled off, it is reported. 

Fir prices will be still lower 
by January 1, dealers here be- 
lieve. 

The freight car _ situation, 
however, has precluded any 
large deliveries recently. Mills 
manufacturing fir are said to 
be in a mad scramble for cars, 
paying premiums to get lumber 
on the road. They are now tak- 
ing orders, where a few weeks 
ago they were reported refus- 
ing. 

Tacoma: Car _ shortages, 
which are materially affecting 
rail deliveries, and labor difi- 
culties that carry at least an 
implication of possible curtail- 
ment of mill production, are the 
two principal problems of the 





















































































































in. & 


YX js 
log 


that & 
eS & 
Sep- & 
Ven & 


‘ison 


sumM- 
ac- 
the 
OOks 
ess 


the & 


1 of 
ven- 


ttle, & 


far, 
Over 
aler 


‘ates 
ard- 
Cer- 
‘tive 

eX- 


here 


1 up 
nse, 


ther & 
-be- : 


pre- 


‘ted. 


rket 
the 
de- 


ae 
has 
0. 1 
cent 
nere 
con- 
Ago. 
lev- 


wer 
be- 


ion, § 


any 
‘ills 
| to 
ars, 
ber 
cak- 
eks 


res, 
ing 
iff- 

an 
ail- 
the 
the 





L 


Br 



































“They sure last...even in '76 


when Granpap built that barn, he knew... 


EVERYTHING HINGES ON HAGER /" 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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DEALERS ENTHUSIASTIC 
ABOUT NEW PLAN! 


HERE’S WHAT THEY’RE SAYING... 


Dealers tell us we’ve hit the jackpot in 
giving them just what they want to broaden 
their markets and increase profits in floor 
finishes! 

Start with the Chart—a quick reference 
that tells you the exact finishes to recom- 
mend for every floor and every result! Set 
up a complete floor finishing and main- 
tenance department by using the new 
American Display—it attracts Customers 
for treating every kind of floor—wood, 
asphalt tile, rubber tile, terrazzo, linoleum, 
cork, concrete. Also, helps promote your 
rentals of sanding and polishing equip- 
ment. Have all the answers handy on floor 
finishing and maintenance problems—use 
the new American Specification Sheets on 
each finish, maintenance and cleaning 
material. Feature the complete new line of 
American finishes...you’ll profit! Send 
today for 3-foot chart, FREE—and addi- 
tional information. 


AMERICAN 


FLOOR SURFACING MACHINE CO. 
~~~ SEND COUPON —- 


| The American Floor Surfacing Machine Co. I 
521 So. St. Clair St., Toledo 3, Ohio 


(0 Send FREE 3-Foot Chart showing all ma- 
terials for all floors. 





0 Send additional information on American 
Floor Finishes, Maintenance Materials and 
Cleaners. 





Name | 


Street 


































“THIS CHART 
OPENS UP NEW 


THIS "ieee 
NEW DISPLAY GIVES 
ME .A COMPLETE FLOOR 


FINISHING DEPARTMENT” 












i i , 
Lee 


Id seccmcanon” ip 
SHEETS GIVE ME THE 


ANSWER ON CORRECT MATERIALS 


FOR ALL FLOORS” 








CASH IN WITH /* 
THIS COMPLETE £ 
LINE OF FLOOR 
MATERIALS” 
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local lumber industry. Opera. 
tors individually and thrcugh 
trade associations are endeay. 
oring to break the car jam. Ip 
an attempt to alleviate the sit. 
uation, rail carriers have ip. 
creased demurrage charges to 
$5 a day for the first two lays 
after expiration of free time, 
$10 a day for the second two 
days and $20 a day for each 
day thereafter. Unless _ this 
helps, even more drastic orders 
are anticipated, as the car 
shortage is generally regarded 
as the most serious since World 
War II. The labor problem re. 
volves around a strike of the 
CIO boommen’s and rafters’ 
union who walked off their jobs 
September 15 when negotia- 
tions on a new contract bogged 
down. So far, only one plant, 
the St. Paul & Tacoma Lumber 
Company, which suspended its 
graveyard shift last Monday, 
has been affected. Other mills 
are deeply concerned over the 
situation however, although 
most of them have log supplies 
on hand adequate for several 
weeks of operation. The pro- 
tracted dry spell has seriously 
curtailed logging operations in 
several parts of western Wash- 
ington. The scramble for pub- 
lic timber continues. The M. 
and D. Timber Company of 
Hoquiam was the successful 
bidder for an estimated 9,900,- 
000 board feet of timber sold 
this week in the Olympic Na- 
tional Forest. The Hoquiam 
firm bid $201,330 for the tim- 
ber, more than four times the 
minimum acceptable price of 
$49,185. 

































National 


Lumber shipments of 431 
mills reporting to the National 
Lumber Trade Barometer were 
1.0 percent above production 
for the week ending September 
16, 1950. In the same week new 
orders of these mills were 10.4 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 53 percent 
of stocks. For reporting soft- 
wood mills, unfilled orders were 
equivalent to 27 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
48 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 7.1 percent above 
production; orders were 10.6 
percent above production. 



























































































Here are the ONLY 


KNOTTY BIRCH PANEL 
FLUSH DOORS 


NEW! SENSATIONAL! Completely different in grain char- 
acter from any door previously offered —ONLY Kennedy Doors 
are made from famous Finnish Birch hardwood panels beautified 
by sound knots and rich grain swirls. 


Kennedy Flush Doors stay flush 
—because rails and stiles are of 
minimum 2!/, inch width Nor- 
way pine, kiln dried for 
THIRTEEN DAYS and 
permanently joined with 
special synthetic resin 
glue. Won't warp, 
won't sag, won't I 
shrink! : 





Famous Finnish Birch 


FLUSH DOORS 


You can obtain immediate 
deli ery in all parts of the 


United States. Phone or wire J. G. KENNEDY LUMBER COMPANY 


today for prices or name of 


your nearest jobber. SEATTLE 1, WASHINGTON 


Send for Free Book- 





TELEPHONE TELETYPE CABLE ADDRESS 


let with complete SEneca 1880 SE 550 ann yeke): 
inf >rmation. 
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Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 61.4 percent above; ship- 
ments were 73.1 percent above; 
orders were 47.0 percent above. 
Compared to the corresponding 
week in 1949, production of re- 
porting mills was 13.0 percent 
above; shipments were 14.3 per- 
cent above; and new orders 
were 10.1 percent below. 


West Coast 


At the end of eight months 
of 1950, with a production of 


6.863 billion board feet of Jum- 
ber already cut, Douglas fir 
mills of Oregon and Washing- 
ton appear certain to reach an 
all-time record of 10.5 billion 
feet by year end, H. V. Simp- 
son, executive vice president of 
the West Coast Lumbermen’s 
Association, has announced. 
Production of 10.5 billion feet 
this year, Simpson stated, 
would be 34% greater than the 
cut of 7.8 billion feet in 1946, 
the last year government con- 
trols were applied to industry. 
A retarding factor to further 














































First choice of farmers eueryohen. Combi- 
nation of wood and steel makes them sag- 
proof, strong, light, safe —easy to repair. 
Best dollar value. Year ’round seller. 
Good profit maker. 


ROWE PICKET — 


for CRIBS and SILOS 


The Corn Belt farmers’ 
favorite for erecting 
portable corn cribs for 















GOOD 
PROFIT- 
MAKERS 


FOR 
Lumber Dealers 


storage and for tem- 
porary low cost silos. 
Pickets are 42” x 142” 
x 4-ft. 5 Double Cables = By 
of ROWE “Reverse- . Rint 
Twist” weave locks at 
every picket tight. 
Treatment with Red Mineral 
Preservative and woven 
galvanized wires make ROWE 
Picket Cribbing resistant 
to rot and rust. Furnished in 
50-ft., 75-ft., and 100-ft. length 
rolls. Used year around for 
fence. Advisable to anticipate 
your requirements and order 
early. Write for folder with 
Price List and Dealer Discount. 


ills 
LADDERS |. 


Single, extension and “step”. |} 
Extra strong and safe. Hick- |; 
ory rungs, 500 pound tested. | 7" 
Side rails smooth clear 
straight grained Fir or 
Upland Hemlock. 


Check your stock. Order 
early. Write for catalogs 
and dealer prices . . . 
Address Dept. AL. 


ay ERAT ‘ 


een St 





ROWE MANUFACTURING 


COMPANY 


Adams Street » Galesburg, Ill.,U.S.A. 


production increases this ,ear. 
the lumber leader pointed out, 
is the paralyzing freight car 
shortage which is costing the 
fir industry an estimated 60 
million feet of lumber produc. 
tion a week. The car shortage 
is most severe in Oregon and 
Northern California where the 
greatest expansion in lumber 
production has occurred since 
1946 and where increased out- 
put would normally develop. 
If the lumber can be shipped, 
Simpson forecast, the Douglas 
fir mills will be able to care for 
all demands of military and 
defense, for essential industry 
and still have ample quantities 
of lumber to supply the needs 
of booming home construction. 
The weekly average of West 
Coast lumber production in 
August was 241,839,000 b.f. or 
147.4% of the 1945-49 average. 
Orders averaged 222,384,000 
b.f.; Shipments 206,958,000 
b.f.; Weekly averages for July 
were; Production 184,871,000 
112.7% of the 1945-1949 aver- 
age; Orders 207,661,000 b.f.; 
Shipments 176,977,000 b.f. 
Thirty-five weeks of 1950 
cumulative production 6,863,- 


301,000 b.f.; Thirty-five weeks 
of 1949, 6,398,572,000  b.f.; 
Thirty-five weeks of 1948, 
6,442,942,000. 


Western Pine 


The production of 97 mills 
reporting to the Western Pine 
Association for the week ending 
September 16, 1950 totaled 81,- 
111,000 feet as compared to 
67,182,000 feet a year ago. 
Shipments during the week’s 
period amounted to 79,170,000 
feet. During the corresponding 
period a year ago shipments 
amounted to 63,842,000 feet. 
Orders for the week amounted 
to 75,809,000 feet, as compared 
to 72,816,000 feet for the same 
week a year ago. Orders for 
the week were 6.5 percent be- 
low production and 4.2 percent 
below shipments. Gross stocks 
on hand amounted to 739,884,- 
000 feet as compared to 969,- 
267,000 feet on the same date 
last year. 


Southern Pine 


The 114 mills reporting to 
the Southern Pine Association 
for the week ending September 
16, 1950 cut 17,947,000 feet. 
This was 1.77 percent below the 
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Better for you, 
Mr. Dealer... 
Better for your Customers 


KINZUA | 
100% Kiln Dried 
Ponderosa Pine 














¥' 


2 +7 . 








Kinzua's battery of Moore Dry Kilns 
which scientifically dry the entire mill 
output. 


BETTER 


lumber than Kinzua “Quality Guaranteed" Ponderosa 


because there is no finer 


Pine. In every way it's dependable lumber for you to 
buy and to sell! 


All Kinzua Ponderosa Pine is kiln 
dried and frequently checked for 
moisture content. 


BETTER because it's uniformly well- 
manufactured in Kinzua's modern, completely equipped 
mill. All Kinzua Pine is 100%, kiln dried, 100% stored and 
loaded under cover and 100% sold quality guaranteed. 
And it's accurately graded in accordance with Western 


Pine Association grading standards. 


BETTER because Kinzua "Quality 
Guaranteed" Pine fits all builders’ needs. More and more 
carpenters, contractors, builders, home and farm owners 
prefer Kinzua Pine because it is bright, soft-textured, 


Accurate inspection and checking uniform quality lumber from timber grown on Kinzua's 


of each piece of Kinzua Pine fac- 


tory products by skilled workmen. vast tree farm. 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 


’ MEMBER WESTERN PINE ASSOCIATION 





EMBER NATIONAL WOODWORK MFRS. ASSN. INC. 


i.DING Propucts MERCHANDISER 















three year average. Shipments the three year average and 4.35 
for the week totaled 20,245,000 percent above production for 
feet, 12.80 percent above pro- the week. Orders on hand at 
duction and 10.81 percent above the end of the week totaled 61,- 
the three year average. Orders 130,000 feet, with a decrease of 
for the week amounted to 18,- 1,518,000 feet, or 2.42 percent 
727,000 feet, 2.50 percent above during the week. 













The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
i compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 












































































































































































































































































































































































































































































































































DOUGLAS FIR SOUTHERN PINE 
Vertical Grain Flooring Vertical Grain Flooring 
B&Btr. C D B&Btr. Cc D 
Be -k.ccewasteumers 160.00 150.00 115.00 7 R a ° 2. ‘i oa _ 190.00 180.00 135.00 
~ -y ra oO 
Flat Grain Flooring x4 meee. 160.00 125.00 
BO. sadnewew o ¥s 140.00 130.00 90.00 ixé ee ee 170.00 160.00 125.00 
err 143.00 138.00 110.00 a Siding — —_— on _ 
. Pat, 106) : 160. 125.00 
Drop Siding 1x6 (Pate 116).170.00 160.00 125.00 
1x6 (Pat. #106). 150.00 145.00 115.00 eatin # * 
1x6 (Pat. #116). 00 150.00 115.00 B/8X4 wee eeceee 155.00 145.00 110.00 
Ceiling rs on Peas eee  epmietdch amo 
* sae - a s 
aa» ieee on mae A = Shiplap 1x6 1x8 1x10 1x12 
eae forgo mievrés sues HET crates madag tgbgg gags 
Boards and Shiplap NO. 2 wee Sa. . . 
(green) 1x6 1x8 1x10 1x12 ens bE nang 74.00 74.00 74.00 
No. 1 .. 80.00 82.00 80.00 80.00 . 12’ 14’ 16’ 18’ 20° 
NO. 3 .. 78.00 77.00 75.00 75.00 2x 4. 85.00 87.00 91.00 94.00 94.00 
No. 3 .. 71.00 73.00 71.00 71.00 2x s. 85.00 $7.00 $1.08 $4.08 34.08 
: 2x 8. Y : : E : 
aeaiiin ox ae ls tlt aati 2x10. 92.00 92.00 92.00 97.00 97.00 
2x 4 .92.00 92.00 93.50 92.00 92.00 tte apnantdaapvanedieiinaen 
2x 6 .92.00 92.00 92.00 91.00 91.00 2x 4. 77.00 81.00 83.00 86.00 86.00 
2x 8 .92.00 92.00 91.00 92.00 92.00 2x 6. 74.00 76.00 77.00 80.00 80.00 
2x10 .92.00 92.00 91.00 92.00 92.00 2x 8. 77.00 76.00 77.00 78.00 78.00 
2x12 .87.00 87.00 87.00 87.00 87.00 2x10. 83.00 84.00 83.00 86.00 86.00 
Se. 9 Bémensten 2x12. 88.00 88.00 88. al 88.00 88.00 
2x 4 .82.50 82.50 83.50 81.00 81.00 a ee 
2x 6 .81.50 81.50 81.50 81.50 81.50 2x 6. 54.00 
2x 8 .81.00 81.00 81.00 81.00 81.00 2x 8. 54.00 
2x10 .81.00 81.00 81.00 81.00 81.00 2x10. 54.00 
2x12 .79.50 79.50 79.50 79.50 79.50 2x12. 55.00 
No. 3 Dimension R/L Only 
9 <ar 
ee ok See. sees REDWOOD 
PE then Gese beet week a0 ar mish 
2x10 .67.50 4x6 A&Btr. Siding ............ 120.00 
ee fetes See (FkS exs A&Btr. Siding paca areca 150.00 
_ ee x tr. BS era 5. 
(Add 8-10 for dry lumber.) ia & Melt MEF. «00. <000.000- 170.00 
DO Bere MEE. 3 occ ccs cesswnse 180.00 
oe we Oe ee ee 195.00 
= Rib ryite ee eae ee taped 
1x Re a seh eieeeeecee My 
WESTERN PINES Prices for red cedar siding in mixed 
PONDEROSA PINE cars, new bundling, 6 to 18’ are: 
Selects Beveled Siding, % Inch 
S2 or 48 4/4 RW 5/4 RW 8/4 RW Clear “_  « 
C&Btr. RL ..265.00 275.00 270.00 1624 imeh ....<+- Be ys ethane bye 
_ . . 7eEe IMCR oe cees : : u 
— = No.1 No.2 %x6 inch ...... 155.00 143.00 120.00 
7 eee 155.00 135.00 %x8 inch ...... 185.00 173.00 130.00 
ME alba ec udiaste Wiad een 155.00 135.00 Clear Bungalow Siding, %, Inch iis 
Cc WE weve mace 3 
S2or4s. No.2 No.3 6@Wér 10 inch 1.....:: 230.00 218.00 175.00 
227 125.00 96.00 $8.00 12 inch ........ 230.00 228.00 165.00 
9 or - 7 Finish, B and Btr. S2 or 4S, 
SGe SOG saws ese 125.00 85.00 oars “ 
6-16’ or Rough 
Trim 1x4 1x5 1x6 1x8 BO a it Cie g ac gt orcaloc eso) wate area aoe ie 2" 165. 00 
CEE cold cuaed fewae ices DEO Gre bands Soest caeeweesees 5.00 
Race ican: harniSies ataeewce  wieetark REE sites ares Cae ama eew ae iss: 00 
GM Maen! siaiGatie: \argtanwitu acrares. -keahalae Ceiling or Flooring, B and 5 a —. 
. B&Btr. 
aoa 7 ee 100.00 97.00 85.00 
ee 2s 1x4 1x6 1x8 5/64 SIE: *éedmde domes 100.00 97.00 85.00 
YMG: wenehcekube Sedew exes 
D RL be Genes. “enews wevadie wesw he RED CEDAR SHINGLES 
Commons, S2o0r4S No.1 No.2 No.3 
8 SPCR Ser eee Royals 
RMR reg! oc) Re Re Whos ge). Net rere ree ee 25.00 
eer amare. | aalews oe ey yt 
Sugar Pine Selects, pee iiaddetoniaaeotce: 
mao - _ 4/4 RW 5/4RW 6/4 RW Perfections 
C RI Be TREs we ecees = cecee 8 = sewes Be oC ee ree 18.50-19.00 
D RL hGetene@ Genene @@€883 . - see g—eereett a avin hicas tian aaa ate x + 10.7 75 
Seite ta. ca ia eaear ames NUNN dresden hd cea a —_18"-5 PIG DRESSY ke . 
— S2s No. 1 No. 2 No. 3 XXXxX 








Eee wareree E dhe Side 0-0: 90.6.0 0) e eee 
RTC ee een ee? ee ee ee oe | a: eereerrerirrcrire sy 10.00 
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ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10 x12 
No. 2&Btr. ..94.00 92.00 92.00 3.00 
No. 3&Btr. ..78.00 81.00 81.00 ‘6.9 
No. 1 Dimension 
2’ 14’ 16’ 18’ 20’ 
2x 4 .92.00 92.00 92.00 92.00 52.00 
2x 6 .92.00 92.00 92.00 92.00 92.00 
2x 8 .88.00 88.00 88.00 88.00 88.00 
2x10 .89.00 89.00 89.00 89.00 89.09 
2x12 .86.00 86.00 86.00 87.00 87.00 
No. 2 Dimension 
2x 4 .80.00 80.00 80.00 82.00 82.09 
2x 6 .79.00 79.00 79.00 80.00 80.00 
2x 8 .79.00 79.00 79.00 80.00 380.00 
2x10 .79.00 79.00 79.00 80.00 80.00 
2x12 .79.00 79.00 79.00 80.00 80.00 
(Boards graded No. 1, 2, 3 at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
Btr. Cc D 
ceil rcs aaa ara 145.00 140.00 105.00 


a reac owen 120.00 115.00 95.00 

Ee 135.00 130.00 100.00 
Drop Siding 

1x6 (Pat. #106).148.00 135.00 110.00 

1x6 (Pat. #116).148.00 135.00 110.00 
Ceiling 


ene 105.00 10.00 60.00 
are 120.00 115.00 70.00 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 1... 84.00 84.00 84.00 84.00 
a ee 79. 00 79.00 79.00 79.00 
No. 3 ... 73.00 73.00 73.00 73.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 .94.50 94.50 94.50 94.50 94.50 
2x 6 .94.50 94.50 94.50 94.50 94.50 
2x 8 .92.00 92.00 92.00 92.00 92.00 
2x10 .92.00 92.00 92.00 92.00 92.00 
2x12 .88.00 88.00 88.00 88.00 88.00 
No. 2 Dimension 
2x 4 .90.00 90.00 90.00 90.00 90.00 
2x 6 .88.00 88.00 88.00 88.00 88.00 
2x 8 .88.00 88.00 88.00 88.00 88.00 
2x10 .87.00 87.00 87.00 87.00 87.00 
2x12 .86.00 86.00 86.00 86.00 86.00 
No. 3 Dimension wae ed 





2x 4 .65.00 
2x 6 .64.00 
2x 8 .63.00 
2x10 .60.00 
2x12 .60.00 
OAK FLOORING 
Clear Pin —- #8x1l% %x2 %xlk 
White ..230.0 200.00 180.00 170.00 
ROG ....8am 00 200.00 180.00 170.00 
Sel Plain 
hite ..200.00 180.00 160.00 145.00 


Red ¢...200.00 180.00 160.00 145.00 


White ..175.00 150.00 140.00 125.00 
Red a ama 150.00 140.00 125.00 


Mix 
15” aeerts. 95.00 70.00 70.00 60.00 


& 
Btr. ....120.00 90.00 80.00 65.00 
#2 Com. .. 80.00 60.00 50.00 35.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch 


Clear rome “a 
3624 imch ...0+s 85.00 83.00 70.00 
TeES IMCR 2.0 cce 120.00 118.00 88.00 
3X6 IMEN ...<-s 155.00 143.00 120.00 
eee WER .. esa 185.00 173.00 130.00 

Clear Bungalow Siding, % Inch 

eee 210.00 198.00 160.00 
; a... errs 230.00 218.00 175.00 
2 ere 230.00 228.00 165.00 


Finish, B and Btr. S28 or 4S, 
6-160’ or rough 


3 Be ere rr 145-165.00 
ME hoc Sad.u ba acared awe wale 175.00 
IID .-‘ai-a6 gna “acai ad nay ba ea Gian aes 185.00 
Ceiling or Flooring, B poe Btr., 9-16’ 
. eee eee 100.00 97.00 85.00 
ee ee 100.00 97.00 85.00 


Discount on mouldings, 6-20’ odé 
lengths. 
Series 8, 


000— - 
Listing under $4.00—list plus 125 per 


cent. 
Listing $4.00 and over—list plus 130 
per cent. 
Clear an. gine 4 to 16’ 
0 Lin. Feet 


re 






es 





x12 
13.00 
56.00 


20" 


8.00 
89.00 
37.00 


82.00 
30.00 
30.00 
80.00 
80.00 
flat 
Mills 
sepa- 


D 
05.00 


95.00 
00.00 


10.00 
10.00 


60.00 
70.00 


1x12 
84.00 
79.00 
73.00 
20’ 
94.50 
94.50 
92.00 
92.00 
88.00 


90.00 
88.00 
88.00 
87.00 
86.00 
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f MA Ve After two years of extensive engineering research 
/Mustang engineers have now developed a NEW asbestos siding 
shingle that is stronger—much stronger. This means easier 
7 _application for the applicator — better protection for the user. 


Ny 











MW” The NEW Mustang in white is much whiter! Displayed 
in your sales room, the new White Mustang shingle has all MUSTANG SHINGLES ., 
the glistening whiteness of sun-lighted snow. And there is a we Se 


no variation in the color of the NEW Mustangs. 


MT 

i : The NEW Mustangs shed water like a duck’s back! 

' A special coating of waterproofing enables Mustangs to with- 
stand weather forever. Mustangs are made new again by every 


rain that washes off dust and dirt. A mighty important point! 





MUSTANG SHINGLES 
for new homes and 
remodeling 


Get the full facts about how YOU can make money 
as a MUSTANG dealer. It pays to sell Mustangs! |} 
Write or wire today. 


2 Styles: Wave Edge Straight Edge 
4 Colors: Natural White Foam Green 
Dove Gray Palomino Tan 



















THe) UA a 
0. BOX 1082 . HOUSTON 1, TEXAS 






Bu:.ainc Propucts MERCHANDISER 













WASHINGTON REPORT 





Inventory Controls: W. H. Harrison, Administra- 
tor of the National Production Authority, put 
some lumber items and other building materials 
in the unexpectedly long list of articles brought 
under inventory regulation. Building materials 
include cement, and gypsum board sheathing 
and lath. The forest products list includes soft- 
wood plywood and both softwood and hardwood 
stock, except hardwood flooring. 


Loose Controls: So far, the regulation isn’t very 

strict and certainly isn’t exact. Business firms 
are supposed to limit themselves to a “prac- 
ticable minimum working inventory,” with 
neither time limits nor quantities spelled out. 
It’s a guess that the order is intended as a pre- 
liminary direction marker. Certainly if it’s to 
mean anything in enforceable terms it’ll have 
to be jigged up by an experienced bureaucrat. 


Forced Reductions in current inventories are not 
part of the show, as yet; but the Administrator 
has reminded all and sundry that the Defense 
Production Act permits him to requisition excess 
amounts. Well, what is a non-excessive inven- 
tory? It’s the “smallest quantity of material 
from which a person can reasonably meet his 
deliveries or supply his services on the basis of 
his currently scheduled method and rate of op- 
eration.” Simple, isn’t it! 


The Agency, it would seem, has merely sent the 
helper back to the shop for a left-handed mon- 
key wrench. It may be just as well; since no- 
body seems to know as yet how much or what 
kind of our materials the defense industries are 
going to need. Better take the order as a sign 
that if anybody gets to hoarding enough stuff 
to keep his business going through next year or 


thereabouts, the Administrator isn’t going to 
like it. 


Hazards: Cotton Northup, of the NRLDA, thinks 
there’s serious danger of demoralizing the mar- 
ket by this putting of lumber on the short-supply 
list. Cotton says there’s simply no national 
shortage of lumber and that local scarcities are 
usually produced by a lack of freight cars. Ad- 
vertising a scarce shortage that doesn’t really 
exist can set off a lot more whooping up of un- 
necessary price increases. 


Retail Dealers at present are having quite a lot 
of trouble getting their wholesale lumber pur- 
chases shipped to them. A good many mills are 
closing or are running part time because their 
sheds are full. No cars, no shipments. Northup 
says some lumbermen predict an oversupply of 
lumber within two months; as shipping loosens 
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sorted restrictions. It looks like an old-time end. 
of-season decline. 


The Car Shortage, at this time, is due in part to 
the fact that a lot of boxcars are being returned 
empty from the West Coast in order to speed 
supplies to Korea. That’s understandable, and 
it may continue for a time; but, when it’s no 
longer necessary, the so-called lumber shortage 
is pretty sure to ease off; and fast. In fact it 
seems possible that the NPA, in listing lumber as 
scarce, doesn’t look where it hits. 


Record Year: Raymond M. Foley, H&HFA Ad- 
ministrator, however, joins in the general pre- 
diction that 1950 will hit a record high in home 
building. But he adds that signs do point toa 
seasonal or more than seasonal decline in new- 
home starts during the final three months of the 
year. For example, applications for new-home 
mortgages declined by some 39 percent during 
the first full week after the credit curbs were 
announced. 


Figures: A lot of imponderables lurk around in 
the dark alleys; so better make your own esti- 
mates about the future of local business. ... 
At the end of August, the new-home starts in 
50 were within 75,000 of the total for all of 49. 
While it’s a guess that could miss Beulah Land 
by a wide margin, builders think this year’s 
figures will beat last year’s by 200,000. They’re 
suggesting a total of 900,000 for next year. 


Real-Estate Curbs are supposed to be in the mak- 
ing; including Federal Reserve shackles on pri- 
vately financed construction. The talk is of sav- 
ing vast quantities of critical materials, trans- 
portation, and labor. Maybe. But the Commerce 
Department says the supply picture isn’t so bad; 
and nobody seems to know where they’d use the 
saved lumber, brick, and cement. The most 
urgent saving is labor; which is getting tight as 
a lush on Saturday night. 


The Labor Department says the shortage of 
skilled workers is bad and getting worse. Pres- 
ent employment is sixty-two and a half millions, 
with factory hirings going up fast. But officially 
there’s no move for compulsory manpower col- 
trols; though don’t be too surprised if things 
move fast in late fall and winter; in price and 
Wage and manpower control. That inflation 
spiral, for example, can get grim when post- 
Korean increases hit the retail market. 


Draft Deferment: There are few signs of an exact 
national policy in this field; and apparently each 
local draft board is much on its own. This will 
have to be changed. But as of now “essential 
workers” are being deferred, if at all, as indi- 
vidual cases. The so-called guide lists don’t 
agree, and neither do they carry much weight. 
Want to get an employee deferred? You’ll need 

to prove that he’s doing an essential job and 1s 

hard to replace. It may work. 


_ 
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up and building operations get bumped by as. 
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‘Our Grave Dangers Today 


as- 


TORIAL 


And Some Patterns For Survival 


l1. A grave danger on the home front. 


Matching the evident dangers from abroad is 
an insidious enemy at home. We must persuade 
our people—both fighters and home front work- 


_ ers—that our way of life is endangered at home 


as well as abroad. We must fight for the sur- 
vival of the free way of life on the home front, 
too. 


For 20 years we have had a political trend 
toward a communistic-socialistic state. Here are 
some of the socialistic measures passed by Con- 
gress in Peace Time: 


Devaluation of our currency 

Repudiation of the gold standard 

Deficits as an economic policy 

Refusal to balance budgets in prosperous years 

Flagrant waste of the people’s money 

Loans to political favorites of the Lustron type. 

Public (Charity) Housing 

Subsidies to various pressure groups 

Workers taxed to pay drones 

Borrowing from our children—dissipating their 
heritage 


' Devalued insurance policies 


Now that war is upon us, social and economic 
controls will multiply—wages, salaries, prices will 
be frozen and production, distribution and con- 
sumption controlled. 


The gravest danger we have ever faced in our 
country is that in the coming years of war and 
defense efforts we will become so involved in 
controls and so accustomed to a government 
ordered way of life, the bureaucrats so en- 
trenched in power—that we will find it impos- 
sible to restore the American way that we are 
fighting for. 


There is always a terrific resistance to any re- 
lease in power once it has been established. 


What a tragic paradox—years of sacrifice to 
Win a military victory, only to have in the follow- 
ing peace the kind of social and economic struc- 
ture we have been fighting against all along! 


What will it profit us to win a military victory 
and find ourselves saddled with the thing we have 


*This is the second of a Series of Editorials on this gen- 
eral subject. 
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been fighting against—state. control of the in- 
dividual? 

Our country then is in mortal peril from two 
directions—externally from armed aggression, 
internally from the insidious and vicious philoso- 
phy of bureaucratic control:« 


Here is the summary of the dangers we face: 
That we may lose the war through the sheer 
weight of numbers against us. 

That we will fight materialism with material- 
ism—and lose the war because our materialism 
can’t descend to the iniquity of the enemy’s. 

That we may win the war and lose the-peace. 

That controls, once set up, will not be removed. 

That our citizens will become so used to a state 
control that they will continue to endure it as a 
way of future life. 

That our public debt will grow to a point wheré 
the country’s credit will be undermined. 


That our dollar may be further devalued. 


Here are the problems that arise from these 
dangers: How to maintain high morale of pro- 
duction and distribution workers. 

How to develop clarity of thought, depth of 
understanding and unity of action. 

How to get maximum productivity from every 
citizen. 

How to get the right attitude in the minds of 
men. 

How to win the political battle for the minds 
of men. 

How to restore individual opportunity with the 
coming of peace. 

How to prevent greed, profiteering, exploitation 
and racketeering. 

By far the greatest problem of the early years 
of the coming Peace will be how to stop the un- 
warranted encroachment of the state on the free- 
dom of the individual. 


7 * © 


The coming editorials in this series will consider 
some strategies and tactics for coping with these 
problems. 

Art Hood 


EDITOR 
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CHRISTMAS TREES decorated with electric-lighted orna- 
ments and the brightly-lighted interior encourage holiday 








Dumont, N. J. 


Cultivate the Christmas Market Now 





You can sell gifts for every member of the 


family at a price he can afford. 


With Christmas only 66 days away, it’s not 
too early to make your plans for this big shopping 


season. 


As the saying goes, “there 
are only 66 shopping days left 
until Christmas!” Or, shall we 
say, only 66 days in which to 
make the most from a profit 
and institutional goodwill 
standpoint of the most impor- 
tant shopping season of the 
year. 

Until the last few years, few 
building materials dealers have 
recognized the importance of 
this season for their own busi- 
ness. More recently, the most 
progressive’ merchandis- 
ing dealers have come to re- 
alize that Christmas is the 
greatest single season to pro- 
mote their store and the prod- 
ucts they sell. 

Granted that most lumber 
yards are not department 
stores, the amazing thing is the 
number of items in every lum- 
ber yard and store which nat- 
urally lend _ themselves to 


Christmas gifts. 
74 


Look over the check list 
found on these pages and see 
which of the products can be 
promoted by your organization. 
Then take a few minutes to look 
through the following pages to 
see how other dealers have pro- 
moted these items by store dis- 
plays and advertising of vari- 
ous kinds. 

Actually, the lumber dealer’s 
Christmas market is restricted 
only by his limitations of man- 
power and imagination. 

With one war on our hands 
and a production cutback in 
civilian goods already under 
way, the emphasis this year can 
well be on practical gifts. And 
no store in your community of- 
fers the range of practical gifts 
found in the modern building 
materials store. 

Starting with Christmas 
trees (profitable in themselves 
and a good traffic builder), the 
number of items in wood prod- 





shoppers to visit the Dumont Coal & Lumber Co. in 


ucts alone is enough for a long 
shoppers’ list. Unfinished fur- 
niture, fireplace logs, shadow 
boxes and work benches are 
suggestive of the wide number 
of gifts in this field. 

Tools are among the easiest 
and most profitable items to 
sell at Christmas. This one 
market ranges all the way from 
a jackknife or a small carpen- 
ter kit for junior, to a com- 
pletely equipped workshop for 
the head of the family. Within 
this price range, there is an 
opportunity for a variety of 
gifts involving tools that are 
sure to please the average male. 

Most of the serious workshop 
hobbyists yearn for another 
power tool. And most home 
owners need additional tools 
for their home tool chest. In 
this connection completely 
equipped tool chests and tool 
chests alone make good gifts. 
Closely allied with tools are 
work benches. Many dealers 
display their tools on _ these 
benches in such a way as 10 
represent a completely equlp- 
ped work shop and this associa- 
tion results in companion sales. 
Some dealers sell precut work 
benches. , 

Toys will bring both chil- 
dren and adults into the store. 
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TOOLS FOR HOBBYISTS offer one of the best profit op- 
portunities of the Christmas selling season. 
of power and hand tools, sold separately or packaged in 
tool boxes, lend themselves to excellent promotion. 





TWO ITEMS that sell well at the 
holiday season are shown in this pic- 
ture—table tennis tops (also table 
tennis tables and equipment) and cor- 
ner cabinets. 


Dealers experienced in selling 
toys say that only the highest 
quality nationally - advertised 
toys should be handled. Model 
toys, such as earth haulers, 
graders, mobile cranes together 
with electric trains and erector 
sets have proved popular with 
youngsters. One eastern dealer 
Say: it is a good idea to put a 
Sticxer label with your store 
name on each toy; it brings re- 
pea. sales. Knocked-down doll 
houses and doll house furniture 
are good sales items for girls. 
Lumber items can be work- 
ed into many good Christ- 
sales. O’Malley’s yards in 
Southwest have done a good 
bus ness in selling materials 


BuitpInc Propucts MERCHANDISER 


A wide range tools. 


FIREPLACE LOGS are a natural at 
Christmas time. Sales of logs may be 
tied in with sales of electrical Christ- 
mas tree fixtures and decorations and 
Christmas tree holders. 


with plans for such Christmas 
gifts as utility benches, coffee 
tables, book cases and _ tool 
chests. Mimeographed sheets 
listing materials, specifications 
and directions for building 
were printed to promote these 
sales. Ping pong tables, table 
tennis tops and _ plywood 
mounting board for electric 
trains are other lumber prod- 
ucts that sell well at this sea- 
son. The Dumont (N. J.) Coal 
and Lumber Co. has established 
a good market for knotty pine 
bars and bar stools. In addi- 
tion this firm sells a lot of plas- 
ter of Paris and screen wire for 
tunnels for toy trains. 

There are many other lumber 


WORK BENCHES offer 


natural companion sales with 


Work benches equipped with tools will help pro- 
mote these suggestive sales. 
bench was seen at the Gee Lumber & Coal Co., Chicago. 


The picture of this pre-cut 


hee | 


SHADOW BOXES are among the gifts 
that help promote impulse buying. 
Items like this will bring women back 


_ to your store for unusual gifts. 


and millwork items that de- 
velop into good Christmas 
sales, among them corner china 
cabinets and hanging corner 
cases, cedar-lined closets and 
telephone desks. 

Appliances offer the giver 
a wide range of gifts at a price 
to fit any pocketbook. Heavy 
appliances including refrigera- 
tors, deep freezers, ironers, 
electric dish washing machines 
and television sets are excellent 
gifts in the higher price brack- 
ets. Electric clocks, waffle 
irons, toasters, coffee makers 
and electric irons are good gifts 
at less money. 

Hardware is still another 
department which offers a vari- 
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ety of gifts. These range from 
new kitchen cabinet hardware 
to door chimes, brass mail 
boxes and swinging tie racks. 
Outdoor grills, outdoor fire- 
place units and fireplace ac- 
cessories all fit into the Christ- 
mas sales picture. 

New rooms, either added 
or remodeled, make excelent 
Christmas gifts. Gift certifi- 
cates are an excellent way to 
announce such presents. Many 
housewives would be delighted 
with a newly-remodeled kitchen 
and what family wouldn’t like 
a recreation room in the base- 
ment? Practical laundry rooms 
and sewing rooms for the lady 
of the house, a work shop room 
for the head of the family and 
brightly-remodeled rooms for 
the children are added sugges- 
tions in this field. 

A new home is a gift that 
should be advertised and pro- 
moted by every dealer. The ad- 
vantages of owning a home of 
their own and the easy payment 
plan should be emphasized in 
advertising a new home. Liberal 
terms, of course, should also be 
featured in packaged sales of 
remodeled rooms, garages, etc. 
The budget-minded Christmas 
giver will be attracted by time 
payment plans. 

The items mentioned above 
are suggestive of the wide 
range of gifts that the average 
dealer can promote. Scores of 
other products in your store 
and yard can be given a Christ- 
mas gift angle. 

Why not make your store the 
Christmas shopping center of 
your community? 
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TOYS, such as these seen at Sawyer’s, Worcester, Mass., 
have proven profitable sales items. This firm emphasizes 


the importance of stocking high quality, nationally-adver- 
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Check List 


Power tools: 
drills 

table saw 
lathe 

drill press 
band saw 
power drill 
portable sander 
paint sprayer 
hedge trimmer 
lawn mower 


and tools: 

saws 

chisels 

braces 

bits 

files 

wrenches (matched sets) 
hammers 

framing square 
spiral screw driver 
bench vise 

blow torch 

tool chest 

mitre box 


ome hardware: 

kitchen stool 

kitchen cabinet 

brass mail boxes 
closet 

door chimes, knockers 
barbeque equipment 
outdoor fireplaces 
fireplace accessories 
swinging tie rack 
shoe rack 

medicine cabinets 

door grills 

ornamental ironwork 
distinctive porch lights 
nut crackers 
Christmas tree holders 
bathroom scales 


Mirrors: 

[] bathroom mirrors 
(] door mirrors 

[] convenience mirrors 


Heavy appliances: 

(] dish washing machines 

F] setrigeraters 

() deep freezes 

[] clothes driers 

[] clothes washing machines 
OQ 

O 


ZT OOOOOO0OOO0 


oooooooooooooo0ooo 


OO 


garbage disposal units 
radios 


UNFINISHED FURNITURE makes an excellent Christ- 
Many dealers have also found this item a good 
one for year-around promotion. 


mas gift. 


electric stoves 

room heaters 

kitchen ventilators 

hot water heaters 

] television sets 

ight appliances: 

toasters 

waffle irons 

roasters 

mixers 

clocks 

coffee makers 

electric irons 

illwork: 

new home 

cedar lined closet 

new garage 

telephone desk 

wardrobe closets 

cedar-lined chest 

ladders 

mantels 

corner china cabinets 

hanging corner case 

unfinished furniture 

shadow boxes 

built-in book case 

bars and bar stools 

orting goods, toys: 

hunting equipment 

fishing equipment 

electric lantern 

wagons 

bicycles & tricycles 

knives 

trains 

ping-pong tables 

skiis 

doll house 

erector sets 

model toys 

Floors and floor coverings: 
For bath, halls, play rooms, and 

living room: asphalt, cork, rubber, 

linoleum, plank or block hardwood. 

Each offered as a packaged sale on 

a time-payment plan basis. 

Miscellaneous: 

kitchenware 

dinnerware 

house numbers 

door mats 

flash lights 

cutlery 

thermos jugs 

presto-logs 

flame coloring 

electric blankets 
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_ THE PROVED 
EATILATOR FIREPLACE 





It pays to sell the LEADER! 


HY spend extra time try- 

ing to persuade your cus- 
tomers something else is ‘“‘just 
as good’’, when it’s so much 
easier to sell the leader? When 
you talk Heatilator* Fireplace 
your customers know what 
you're talking about. They know 
a Heatilator Fireplace unit as- 
sures correct construction... 
circulates heat .. . offers smoke- 
less, trouble-free operation. Most 
important, you make more prof- 
it on the sale of a Heatilator 
Fireplace unit than on a damper 
and a few firebrick! 


ies 


sist HaTIE RS 


units . 


FIRST IN ACCEPTANCE, For 23 
years Heatilator has been the 
best known name in fireplace 
the first practical 
method of circulating fireplace 
heat throughout the room in- 
stead of wasting it up the chimney. Powerful magazine 
advertising keeps the Heatilator name out in front! 














Smooth metal 
smoke dome 


Extra-wide 
Damper extends down-draft shelf 


full width of throat 
Warm air outlet 


Convenient 
damper control 


Unobstructed 
throat opening 


One-piece firebox 






All heating surfaces 
of 3/16” steel a. Air intake 
Heating chamber 


at sides and back of fire Intake baffle 


FIRST IN SALES. More Heatilator Fireplace units are 
sold than all others put together. It costs little or no 
more than a regular fireplace because the essential 
parts come all in one piece—all the builder has to do 
is brick it in. For big extra fireplace profits, sign up 
with Heatilator today! Write Heatilator, Inc., 6510 
E. Brighton Ave., Syracuse 5, N. Y. 


*Heatilatoristhe registered trade mark of Heatilator, Inc. 


It’s easier to sell. .. It’s easier to make a profit on 


HEATILATOR “ FIREPLACE 


T.M. REG. U.S. PAT. OFF. 
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window 


COLORFUL REVOLVING CANDLES supply eye-catching attraction for prize 


This Prize Window Pulls Customers 


How to make window displays build Christmas trade is 


: sa* 


WINDOW DISPLAY tempts shopper 
to inside of store. 


explained by Lake City, Washington dealer. Advertising and interior 


By J. D. Braman 


The Christmas season is well 
worth the close attention of the 
operator of a diversified lumber 
yard. This statement is espe- 
cially valid for operators with 
an extensive assortment of 
housewares suitable for gift- 
shopping customers. Appli- 
ances can likewise be promoted 
effectively at this time of year 
and to a modified extent, tools 
for the home mechanic. 

Our Christmas promotion is 
handled entirely by my son 
Bob, who is in year ’round 
charge of the housewares de- 
partment in addition to his 
work as architectural drafts- 
man for the Quality Construc- 
tion Company. His talents as a 
draftsman and illustrator serve 
him capably in his housewares 
job as well. He not only draws 
illustrations for the Christmas 
ads, but designs and executes 
all window and interior decora- 
tions. 

Prize Winner: Bob’s work 
last season was particularly 
outstanding, I believe. One of 
his windows won us first prize 
in the community-wide contest 
sponsored by the local news- 
paper for the best decorated 
Christmas window. (The year 
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store displays also play part. 


before, we placed second). We 
were, of course, in competition 
with clothing stores and all 
other retailers in our district. 

In terms of dollar volume, 
the Christmas promotion last 
year can be termed an entirely 
successful one. The housewares 
department grossed nearly 
$4,000 for the month of Decem- 
ber, or more than double the 
usual average for this depart- 
ment. Promotional costs’ in- 
cluded $75 spent for decorating 
materials and $150 for news- 
paper advertising. The promo- 
tion also brought many new 
people into our store, a good 
many of whom will become 
steady year ’round customers 


for hardware, lumber, paint, 
and other products. 
Unified Theme: Bob’s ap- 


proach to the problem of 
Christmas store decoration is 
first, to find some. unifying 
theme or idea around which 
his displays can be built. This 
theme is followed in both win- 
dow and interior decoration, 
and to a limited extent in the 
ads. 

In 1948, for example, the uni- 
fying theme was “Christmas 
Night”. This year the “Christ- 
mas Candles” theme was intro- 


duced as the central idea in 
most of the displays. 

Candles for the displays 
were made of full round wood 
of varying lengths and diam- 
eters, with metallic paper 
wrappings. They were very in- 
expensively made, as three rolls 
of paper costing $1.50 per roll, 
sufficed for all displays. The 
larger candles used in the win- 
dow display for the tool and 
hardware section, were made of 
linoleum tubes painted red, 
with plaster of Paris to simu- 
late melted wax. 

Motion Important: The can- 
dles in the prize-winning win- 
dow were mounted on a con- 
cealed circular plywood base 
which turned slowly through 
a reduction hook-up with a con- 
cealed motor. Seven color spot- 
lights were trained on the dis- 
play, with an automatic switch 
arrangement so_ the lights 
blinked on and off at regular 
intervals. Some of the spots 
were red, and others were blue. 
The _ switching arrangement 
gave the effect of constantly 
changing colors, and gave addi- 
tional movement to the display. 
Another circulating candle dis- 
play was mounted in the cen- 
ter of the foremost gift ware 
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)per RIGHT HAND WINDOW plays up tools for Christmas gifts. Giant candles 
are grouped for centerpiece. , 


CANDLE THEME is repeated on post 
decorations. 


on- 
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SPECIAL IRONER DISPLAY. directs 
customers to appliance department. 


display table, inside. 

Cost Is Small: Cost of ma- 
terials for this window display 
totaled $23, the main item be- 
ing the “jewel cloth” which was 
used for drapes on both sides. 
At $1.50 per yard, nine yards 
were used in the window. Other 
materials used were artificial 
snow, metallic leaves, and a 
number of wrapped dummy 
gift packages. Fifteen of these 
gift wrapped boxes were used 
throughout the store. 

The candles were also used 
effectively for pillar decora- 
tions. They were mounted in a 
Plywood base attached to the 
pillar, the base being concealed 
by green spun glass material. 
_A special Christmas feature 
In the store was the Glass Shop. 


Bui.oIng Propucts MERCHANDISER 





SILVER STARS AND CUT-OUT TREES are used as holiday motifs for appliance- 
department decoration. 


This was a small section of our 
wall display with a facsimile of 
a gable with artificial snow on 
the roof, at the top. The sec- 
tion held our best gift crystal, 
the regular stock being moved 
to the shelves below. 

Special Items Used: Though 
much of our regular house- 
wares stock is suitable for gifts, 
we build up our variety with a 
considerable amount of special 
gift merchandise for Christ- 
mas. Bob places his orders for 
this in October. Much of this 
special stock is displayed on 
our seasonal display tables, lo- 
cated at the best traffic spots 
in the housewares section. Mer- 
chandise which does not move 
during the Christmas season, is 
kept on display so that it will 


move gradually throughout the 
rest of the year. 

Beginning on November 24 
last year, Bob placed one ad 
per week, in each issue of the 
local newspaper, advertising 
the store and the merchandise. 
The first ad was the informal 
“Hi There—Just wanted to tell 
you this year Braman’s is go- 
ing to be my gift headquarters 
—Santa Claus.” Subsequent 
ads featured specific items with 
the price noted for each piece. 
The last insertion on December 
22, suggested items for last 
minute shoppers. 

As a direct result of Bob’s 
efforts, our Christmas promo- 
tion has been decidedly success- 
ful. It will certainly be main- 
tained on a similar scale in fu- 
ture holiday seasons. 
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COLORFUL TOYS on display promote the Christmas spirit. If possible, decorate 
a window especially for children. 


Promote the Christmas Spirit 


General promotions that add to the enjoyment 
and meaning of the holiday period can be translated 
into definite sales and profits. 


Christmas means a great deal 
more to all of us because we 
can gather with loved ones and 
observe the importance of that 
wonderful season. In a larger 
sense, communities celebrate 
Christmas, too, through choir 
sings, Santa parades and other 
group activities. Adding color 
and spirit to all such gather- 
ings are the colorful street and 
store decorations in towns, both 
large and small. 

Christmas is a joyous sea- 
son, and people like to come to 
a town to shop where there is 
Christmas activity, where 
streets and stores are bright 
and gay. Following are a num- 
ber of ideas that merchants 
have used successfully in vari- 
ous communities at Christmas 
tide. 


Forty Foot Santa 


Merchants and other com- 
munity-minded citizens of 
Jackson, Miss., last Christmas 
erected a colorful 40-foot Santa 
Claus and placed him at the en- 
trance to the historic Capitol 
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building in that city. To get 
through some of the doors to 
the building, people had to 
walk under Santa’s legs. He 
was a huge, jolly fellow, witha 
white beard about 15 feet long, 
a huge girth and a mighty belt 
buckle. Children and_ their 
parents came downtown just to 
look at this big Santa and gaze 
at him with awe. At nights, 
lights played on big Santa and 
also made him very attractive. 


Nativity Scene 


Artists of Urbana, IIl., co- 
operated with businessmen last 
Christmas in constructing a 
very beautiful Nativity Scene, 
in the north entrance of the 
Courthouse. During: the pre- 
Christmas week nightly carol 
sings were held on an outdoor 
stage nearby. The singers rep- 
resented various churches and 
schools in the area. Song sheets 
were printed for choirs and 
spectators and everyone joined 
in. Large crowds were present 
every night for these carol 
sings. 


October 7, 1950, AMERICAN LUMBERMAN & 





Santa and Ponies 


The lure of ponies is always 
strong for children. That’s why 
Santa Claus came to Conners. 
ville, Ind., last year with po. 
nies, and the children loved it, 
The parade was big and wel] 
attended. Children were torn 
between interest in Santa and 
the ponies. There were many 
kids who would have settled for 
Christmas gifts right there, 
meaning a pretty pony. 


Father’s Night 


In order to encourage men to 
do their Christmas shopping 
early, the Independence, Iowa, 

























































































































































Chamber of Commerce staged a [HAND 
special Men’s Shopping Night —s 
for two hours. Men shoppers f° 
were given a list of restaurants 
where they could go to get free B chori: 
coffee and doughnuts at the § gram 
Chamber’s expense. This re 
freshment feature was adver- — Sante 
tised in newspapers and the Sar 
men turned out for the event F whit 
in large numbers. It was inter- of M 
esting to note that many men f ;, a 
brought their wives downtown F moury 
with them, but the ladies had F foyy 
to buy their own coffee. ' tribu 
Decoration Costs = ¢ 

The expense incurred by New nn 
Kensington, Pa., merchants last pare 
season on their Christmas cam- veind 
paign was $3200, but they did twave 
a lot for that sum. They 
brought Santa to town in a heli- § Bigg 
copter, gave thousands of kids 
candy and fruit treats, played TI 
Christmas music throughout sem| 
the downtown area during the we tc 
holiday season—a project in- that 
volving 5400 feet of special wire Dece 
and 12 horns, decorated the — tio 
downtown area and put up a float 
35-foot community Christmas Clat 
tree. All this attracted thou- as f 
sands of people into the down- rate 
town shopping area during the — °°™ 
holidays. just 

tise 

Tape Recorder Music 

When Centerville, Iowa, busi- Sta 
nessmen decided to play Christ- M 
mas music in the downtown Nel 
area, the secretary of the local con 
business club used a tape re- tici) 
corder to have church and for 
school choirs in the trade area mas 
record Christmas carols. These tio? 
tape recordings, giving credit sus 
to the organization singing the 
them, were played regularly tow 
during the holiday season and sta 
attracted much local interest. we) 
Folks from the trade territory doy 
came in, too, to hear how their A 
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HAND TOOLS make an interesting 
Christmastime display to promote 
gifts for men. 


choristers sounded on the pro- 


gram. 


Santa Is Modern 


Santa Claus was brought into 
Whitefish Bay, Wis., a suburb 
of Milwaukee, last Christmas, 
in a special bi-plane racer, 
mounted on a truck. He made 
four stops in the village to dis- 
tribute popcorn and balloons to 
the children and talk to them. 


' There was hardly a child who 


saw him who didn’t tell his 
parents that Santa had sold his 
reindeer and sled and was now 
traveling by plane instead. 


Biggest Crowd 


The biggest crowd ever as- 
sembled in Beatrice, Neb., 
watched the Christmas parade 
that was put on in that city last 
December by merchants’ associ- 
ation. There were 14 beautiful 
floats entered in the Santa 
Claus parade, with $100 going 
as first prize to the best deco- 
rated float. People from nearby 
communities came to Beatrice 
just to see this widely adver- 
ised parade. 


Stars of the West 


Merchants of Scottsbluff, 
Neb., had a window display 
contest, with 100 retailers par- 
licipating and $100 in prizes 
for winners identifying Christ- 
mas themes. For street decora- 
tions, large neon stars were 
Suspended from cables across 
the street, to make the down- 
town area a veritable ceiling of 
stars of all colors. The stars 
were turned on and the win- 
dows unveiled on December 2. 
A large bomb exploded from 
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HOME APPLIANCES catch the wom- 
an’s eye. They exemplify the prac- 
tical gift. 


the air, was the signal to turn 
on the neon stars and unveil 
the windows. Big crowds were 
on hand for opening night. The 
street decorations cost mer- 
chants about $8,000 but will 
last many years. 


Big Decorations 


Last year, merchants of Mc- 
Cook, Neb., created a Santa 
Claus Lane of the main street 
throughout the town and iden- 
tified it as such. The decora- 
tions were large veneer cut-outs 
of Santa Claus done in color 
and covered with scotch-lite. 
They were eight feet tall and 
reflected the real Christmas 
spirit. In addition, the mer- 
chants staged a parade and had 
Santa give treats to the kiddies. 


Home Town Parade 


Galesburg, II1., last year had 
an all “Home Town Christmas 
Parade,” with $600 in prizes for 
the best floats. There were 21 
entries and many civic, fra- 
ternal, religious, business and 
patriotic organizations partici- 
pated. The parade played to 
spectators who were anxious to 
see if a home town parade could 
be as good as a professional 
holiday setup. It was. 


Combination Celebration 


Children of Ord, Neb., last 
year had a double treat. They 
saw a Santa Claus parade and 
circus all in one. The Ord city 
schools closed at noon on pa- 
rade day and lots of children 
were late for dinner because 
they stopped to see the deer, 
ride the shetland ponies and see 
the big brown bear which travel 
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idea can be 
used to increase spirit of giving. It 
is aimed at the man in the family. 


with Santa. In the parade, the 
animals were a big attraction, 
along with colorful Santa, and 
also the high school band. Many 
rural school teachers and their 
pupils and parents were on 
hand to see the parade, too. 


“Always a Christmas City” 


This is the slogan which fea- 
tures the Christmas program 
at Harrisburg, Pa., and the 
merchants try to live up to it. 
Visitors say that the city’s an- 
nual holiday decorations are 
among the most beautiful any- 
where. Streamers of light be- 
deck the business area during 
the holiday season each year, 
with large stars in the wiring. 
The stars are locally made, are 
30 inches across and each star 
has about 22 light bulbs on each 
side or 44 in all. Both the 
streamers and stars are sur- 
rounded with laurel. Last year’s 


‘Christmas program also _in- 


cluded a balloon parade, a band 
marching contest and _ radio 
carols by local school choral 
societies. 


Santa and Chickens 


In order to attract large 
crowds to Santa’s parade at 
Sparta, Wisconsin, last year, 
the businessmen loosed 40 fat 
chickens from the top of build- 
ings in the business district. 
People fortunate enough to 
catch the plump chickens could 
keep them. Santa who had 
come to Sparta via helicopter 
watched the proceedings with 
glee. Then after the adults had 
caught their chickens, Santa 
distributed candy and fruit to 
the gathered children. 
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WINDOW DISPLAYS by Romney’s, Salt Lake City, are prize winners in city- 
wide contest. A life-size horse drawing a cutter filled with brilliantly-wrapped 
packages is shown in this picture. Small lights were set in the ceiling and 
went off and on to give the effect of stars in a deep blue background. 


NATIVITY SCENE, another Romney window, was done in 
various colored papers and took first prize among spe- 
cialty-line stores in Junior Chamber of Commerce compe- 
tition in Salt Lake City. 





Successful Christmas mer- 
chandising depends a good deal 
on the right kind of advertis- 
ing and promotion. No season 
of the year offers an equal op- 
portunity to place your name 
and products favorably before 


the public. 
Beautiful window displays 
which carry the spirit of 


Christmas, together with potent 
advertising copy, store displays 
and promotional programs all 
contribute toward a coordinated 


82 








GIFT-WRAPPING SERVICE should be 
available in every dealer’s store. Re. 
member, your customer expects the 
same service in your store as he does 
in a department store. 


Gite Hit 


Here are some actual window displays, advertising layouts and promo- 
tional ideas that successful dealers are using from coast to coast. 





selling program. 

This is the time of year when 
a single selling theme may be 
used to advantage in newspaper 
and radio script. “Give Some- 
thing for the Home” and “Give 
a Practical Gift for Christmas” 
are two suggestions which deal- 
ers have used in their ads. 


Good Windows Get Attention 


Some dealers dress some of 
their windows with the sole 
idea of selling merchandise 
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GIFT SHELVES at the Gee Lumber & Coal Co., Chicago, 
are a magnet for Christmas shoppers. Shelves are deco- 
rated with Christmas wrapping paper and holiday banners. 


Advertising, Promotion and 


while a Christmas theme is 
worked out in some of the other 
windows. Two dealers who 
have used the institutional type 
of window with great success 
are Romney’s in Salt Lake City 
and The Getman & Judd Co., 
Stamford, Conn. Take a minute 
to study the pictures of their 
windows seen on these pages. 
“Our Christmas windows 
have been one of the finest 
means of advertising which we 
have used,” declared a spokes- 
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FIREPLACE EQUIPMENT is arranged for an eye-catch- 
ing window at the City Lumber Co., Bridgeport, Conn. 
Note that the window streamer emphasizes the store’s 
lay-away plan. 


STORE COLUMNS can easily be dressed up in barber- 
shop style as seen here. Christmas tree with tinsel and 











EVEN POTS AND PANS can be given a holiday decora- 
tive touch as illustrated in the window of the Gray Lum- 
ber Co., Tacoma, Wash. White paper drapes with red 


trim and tie-backs add atmosphere to artificial snow. 


ee 


bright-colored streamers add to the over-all decorative 


gaiety. 


Display Ideas for 


man for Romney’s, which has 
had special Christmas windows 
for the past five years. Its win- 
dows have won Junior Chamber 
of Commerce prizes for the best 
Window on several occasions. 
The Getman & Judd Com- 
pany’s windows in Stamford, 
Conn., have all had a distinct 
Christmas theme with the em- 
phasis on human interest rather 
than merchandise. 

_“We have found that promo- 
ting the idea of Christmas it- 
self by using some well-known 
Christmas story always creates 
interest,” explained Miss Alice 
Rayman, treasurer of the com- 
pany. A typical family in the 
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living room receiving presents 
and the “Night Before Christ- 
mas” theme are two ideas por- 
trayed in its windows on suc- 
cessive years. 

These institutional-type of 
windows frequently require the 
services of a skilled window 
dresser or artist. You will note 
that the merchandising win- 
dows, on the other hand, can 
easily be given a holiday touch 
with a minimum of extra work. 
A decorated Christmas tree 
with a model of Santa, some 
streamers and posters in red 
and green with a little artificial 
snow and greenery all contrib- 
ute a holiday air to the win- 


PROMOTIONAL IDEAS like this cup of hot coffee creates 
friends and sales at the same time. 





z 


dows. 

Almost an unlimited number 
of products lend themselves to 
advertising ideas at Christmas. 
If you have not already done 
so, turn back to the first article 
in this section, “Cultivate the 
Christmas Market,” and note 
the list of suggested products. 
Wherever possible, each of 
these items should be accom- 
panied with a small cut or il- 
lustration to attract attention. 
In addition a cut of Santa or 
some other Christmas figure 
will help dress up the ad and 
attract attention. ; 

Each of these ads should 
mention the store’s services: 
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right, while Frank J. Lynford, 
looks on. 


free delivery, time payment 
plan, gift wrapping, store 
hours, adequate free parking 
and use of gift certificates. 

Sections of the ad may be 
written for specific members 
of the family. The O’Malley 
Lumber Co. with headquarters 
in Phoenix, Ariz., last year very 
successfully addressed a series 
of ads to teen-age boys with 
the theme, “Build presents for 
Mother, Dad and Sis.” Six de- 
tailed plans of items like book- 
cases and tool chests were made 
available to the young builder 
with a list of the necessary ma- 
terials. 

Lumber and building mate- 
rials can be merchandised just 
as successfully at Christmas 
as any other products. The 
Rossen Lumber & Supply Co., 
Winnipeg, Man., ran a two-col- 
umn ad page length with a 
head which read: “We all know 
that Santa comes but once a 
year, but we come to you every 
day with big values.” The ad 
shows a man standing beside 
his car and the text added: 
“Play Santa to your car. Build 
a garage 12x20 complete for 
$176.50 with interlocking shin- 
gles, one door, one window and 
all builders’ hardware.” The 
ad also suggested the installa- 
tion of rock wool insulation for 
added warmth for holiday en- 
tertaining. One of these gar- 
ages was set up in their yard. 
To each part—door, window, 
siding, etc.—was fastened a 
card stating the price. A large 
holiday card with the legend, 
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LUCKY PRIZE TICKETS are drawn at 
(N. J.) Coal and Lumber Co. by N. L. Davis, vice-president, 
president, 


the Dumont 


extreme left, 





ATTENTION-GETTING WINDOW 
based on the theme of “The Night 
Before Christmas” is another Getman 
& Judd display that is full of human 


interest. The store utilizes each of its 
four corner windows for Christmas 
displays. 


“Christmas greetings to your 
car,” was hung to the garage 
door with red ribbons. 


Ad Coupon Helps 


A coupon inserted in the 
Christmas ad has proven very 
successful for some dealers. 
Such an ad paid dividends 
sales-wise for the -Southern 
Hardware & Lumber Co., New 
Orleans in an 8x9 illustrated ad 
featuring polished brass mail 
boxes, bracket lights, shoe 
racks, tie racks and fire light- 
ers. 

Radio spots are especially 
good for institutional advertis- 
ing at this season. One Illinois 
dealer takes two hours of radio 


CHRISTMAS THEATER PARTY sponsored by Restrick 
Lumber Co., Detroit, was attended by 1,600 children. Each 
child received candy and a copy of American Forest Proé- 
ucts Industries booklet, “The First Business of America.” 


SPIRIT OF CHRISTMAS 
tized in this window decorated by The 
Getman & Judd Co., Stamford, Conn. 
This firm believes that the idea of 


is drama- 


Christmas should be 
rather than merchandise. 


emphasized. 


time at this season for a pro- 
gram of Christmas music in- 
terspersed with brief congratu- 
latory messages from promi- 
nent contractors and builders 
to certain groups and organiza- 
tions in the city. 

One good-will idea this same 
dealer uses every Christmas in- 
volves the sending of a bouquet 
of flowers to every one who has 
built a home using his materials 
during the past year. The 
Restrick Lumber Co. in Detroit 
stages a two and a half hour 
Christmas party at a neighbor- 
hood theater. In addition to 
comedies and thrillers, the 
movie show includes a lumber 
picture, “Trees and Homes.’ 
There is a gift for each child 
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THIS CHRISTMAS CHOOSE GIFTS THAT LAST! 


BEAUTIFUL BRASS MAIL BOX 


A massive solid brass mail box, beautifully designed with highly | Solid copper entrance lanterns to add a lifetime of charm and 
, pounds constructed | distinction to your entrance. 
to last as long as your house. A mnaguitioant gift, the very | 6"x10"x8". the chain lantern is 6'x6"x30" overall. Wired for 
quick and easy installation as replacements for unattractive 
old porch lights. 


Only 8.80 Each 


Add 30c for Prompt Out-of-Town Delivery 


polished finish. Sizes 7""x14!/"—weight 41/, 


finest in mail boxes. A tribute to your good taste. 


15.00 
Add 30¢ for Prompt 
Out-of-Town Delivery 














Please Deliver Promptly 
hve tag ede” 
5 
































4.00 


Add 40c for Out-of-Town Delivery 


Ne AY 
HANDSOME CHROME SHOE RACK 








Attractive space saving shoe rack, packed with screws for easy | The perfect expression of the Yuletide spirit. The gracefully 
mounting to closet door or wall. 
Useful gift for man or wife. 


20%," wide, 2234" high. 





2.50 unusual Christmas gift at a surprisingly modest price. 
} Add 20c¢ for 
= my Prompt Outol- | Polished Brass 7.95 








Town Delivery 


4-ARM SWINGING TIE RACK 
A handsome chrome tie rack for the price of a good tie! 
Arms swing out for easy selection, neatly holds the largest tie 
collection. Packed in smart gift box with chrome screws. 








AIL YOUR ORDER.------- , 
Southern ioe & Lbr. Co., 407 No. Broad, N. O., La. 


Poe eee eee ee POU COUCUCECOOOS COC E CEE 


THE WILLIAMSBURG FIRELIGRHTER 


shaped urn adds charm to your fireplace and the firestick makes 
it easy to start a brisk fire, without the use of kindling wood. 
In solid polished brass or black and brass. A beautiful and 


Black Brass 4.95 


Aad Me ter Prompt 
Out-of-Town Delivery 


DISTINCTIVE PORCH LIGHTS 


The bracket lantern measures 
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407 N.8ROAD GA. 3196 
NEW ORLEANS 19, ta. 








COUPON IN THIS AD was responsible for selling dozens of the Christmas 


gifts illustrated here. 
Orleans. 


gga Parents are invited, 
00. 

Both “live”. and recorded 
Christmas carols are used by 
dealers to attract attention out- 
side the store. Such programs 
frequently result in brief news 
stories in neighborhood papers. 
Christmas trees have been used 
with good success promotion- 
ally. Some stores, as the Barr 
Lumber Co., Santa Ana, Calif., 
have given away fresh Christ- 
mas trees to their customers. 
Other dealers set lighted trees 
up in front of the store. 

Lucky gift drawings are also 
used to stimulate Christmas 
trade. Many dealers believe 
that it is a good idea to have 
smail gifts to give children to- 
gether with a_ stockpile of 
candy. A Santa Claus may be 
hired for part-time duty to dis- 
pense candy and gifts to chil- 
dren. Some dealers have found 
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The firm is Southern Hardware & Lumber Co., 


New 


that it is a good idea to adver- 
tise the arrival of Santa Claus 
for a certain hour in the news- 
paper and have him give out 
toys and candy at the store. 

Good housekeeping both out- 
side and inside the store is im- 
portant at the holiday season. 
Particular effort should be 
made to see that displays are 
kept neat and dust-free since 
many customers will get their 
first impression of your place 
of business at this time. Some 
clerk who is thoroughly famil- 
iar with the merchandise 
should be on duty at the front 
of the store to direct customers 
to the proper departments. 


Store Decoration Hints 


Store decorations inside are 
easy to arrange and will go a 
long way toward establishing 
the Christmas spirit. A good 
supply of Christmas ribbon, 
tinsel, “Merry Christmas” leg- 








ONLY 3 MORE SHOPPING DAYS LEFT 











Hurry up shopping to do? Call us for 
dozens of gift suggestions— 
We'll deliver, too! 


DOUBLE BOILER 
Z| every. time. A beautiful piece of Revere 
1 Complete Ware made of stainless steel 
with acces- with copper-clad bottom. 2-qt. 


sories. size. 
$8.25 





8-Cup 
COFFEE 
MAKER 








coffee brewer 
that makes 
good coffee 




















ELECTRIC DRILL 


A fine, sturdy shop tool made 
by Black and Decker. Trigger 
grip switch. Can be fitted with 
attachments for grinding, pol- 


54- Piece Set 
DINNERWARE 
A smart modern design of china 


pages itera 
$18.75 $11.75 





And Look At These Bargains In 


TOYS 


Dolls ------------------ --------- G3 HH up 
Kitchen Cabinets ----------- $1.00 up 
Wind-Up Toy Trains ------ $3.92 
Repeating Cap Pistols --------$1.00 
Double Barrel Pop Guns --------75¢ 
Single Barrel Pop Guns -- ------55¢ 
Toy Printing Press --------------$3.00 
Microscope Sets ----------------$2.00 
Chemistry Sets -- -----$2.50 up 
Boxing Gloves ------------ 2 pr. $4.75 
Ladder Trucks ----- ------------$2.00 
Erector Sets ------------------$2.98 »p 
Lincoln Logs -------------------- 98¢ up 
Footballs ---------------------- $2.70 up 
Sans ---—- + $4.15 up 


We will close at 5 p. m. on 
Saturday, December 24th 





"A Block Away, But A Mile Ahead” 


LUMBER ¢ cat 


Phone 61 No Parking Problem 307 W. Santa Fe 











; Store Hours: 8 to 5—Saturdays to 9 P. M. 
e 





WIDE SELECTION OF GIFTS for 
every member of the family is offered 
in this newspaper display by Cowley’s 
Lumber & Hardware Co., Olathe, 
Kans. This firm sets up island of 
weekly “specials.” 


ends, fir boughs, wreaths and 
similar dressing is all that is 
necessary to trim store columns 
and give islands and shelves a 
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GIVE HER WHAT SHE REALLY WANTS FOR XMAS 
A HOME OF HER OWN 
Why Not Take Adcaxtage of the Most Liberal Terma Ever Offered In 
Monroe on a Two-Bedroom F. H. A. Home 
1 YOU OWN YouR LOT 


Ff YOU DON'T OWN A LOT 
We «i! help eect 
VETERANS 
c 


MONTHLY PAYMENTS 


Less 3 rer 
THAN MONTH 


INCLUDES TAXES AND INSURANCE 


NEXT YEAR YOUR XMAS TREE CAN BE 
IN YOUR OWN HOME 

















NEW HOME for a Christmas gift is 
featured by Turpin Lumber & Supply 
Co., Monroe, La. Note the services 
offered by this concern to aid the 
home prospect. 





BOYS! This year give the 
folks a gift you made yourself! 


=. 





28 € 64 € OO @ 4.66 6 4 28 BOO G8 © 6% % 
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BRANCHES 14 ARIZONA COMMUNITIES 


SELECTIVE ADVERTISING paid off 
for O’Malley’s with stores in the 
Southwest. This ad, uniquely ad- 
dressed to teen-agers, was held re- 
sponsible for selling a good deal of 
material. 


holiday flavor. Brightness 
should be emphasized in deco- 
ration but garishness and 
cheapness should be scrupu- 
lously avoided. The store 
should be brightly lighted with 
both window and store spots. 
Holiday price tags in red and 
green should be attached to all 
merchandise. 

At this season, it is more im- 
portant than ever before to ar- 
range companion products in 
nearby islands to encourage 
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‘Christmas Really Begins In Your Home. 


i 
a 





ORDER NOW FOR 


: XMAS INSTALLATION 
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mplete Kitchen E 
Large Beautiful $4-Inch 
“Kitchen Maid” Cabinet Sink 


p : = 98" ‘| 
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“A GIFT FOR THE HOME IS A GIFT FOR THE WHOLE FAMILY” 
TCHEN MAI 


RST AND BE: 


ITCHENS 


ty 
a howd Make Her dren With A Kitchen She'll Adore! my 
ie 


*Cabinet Sinks ®Wall Cabinets *Base Units 
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Sunbeam finiaw seat sinh PRESSURE COOKERS enrat ae rane ae gk ; 
RADIANT agape TOASTER ro a = = e. “ oe oY 
a : 40" ¢ 
ovsier premeey | eschore ¥ NY 
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“KANT-TIP” 
Preupmscs en Holders 


Others $1.49 and $1.79 


Comrie Gall The Lumber vow 28880 








Christmas merchandise. 


supplemental sales. Every ef- 
fort should be made to make 
shopping easy by the display of 
Christmas merchandise where 
it is easy to examine without 
causing a traffic stoppage. In- 
sofar as possible, merchandise 
should be kept in its usual loca- 
tion; directional arrows point- 
ing to specific departments are 
helpful. 

New islands should be set up 
just for this season. One such 
island might consist of gift 
shop items used mainly as traf- 
fic builders. Arrangements can 
be made with most manufac- 
turers to receive merchandise 
in Christmas wrappings. In any 
case, a gift-wrapping service 
should be available and should 
be advertised. A good many 








GIFTS FOR THE HOME include scores of items in all 
Barker-Goldman-Lubin Co. in Springfield, II1., 


“ 





Ladies’ Double Frame Model “Sun Racer” $310 





2 2 
ibe gibe; 
SAR TS AEE Sg SRE 


She'll Love A Cedar Lined Closet 


Aromatic Red Cedar Closet Lining 

Protect, your wearing epperet end other 

fabric nousenoi These Dew 

rained. arnmatic = voards are “meee 

and grooved . easy to instait in 

8 tah wall ond ceiling. They come mentee WM 

in © bundle tit 
reeiateanin a 


price ranges. The 
full page to advertise its 











takes a 


items may be pre-Christmas 
wrapped with an opened sam- 
ple available for the customer 
to see. 

The gift certificate is another 
promotional feature which has 
proven popular and is very 
pertinent for the packaged 
sales—new home, remodeled 
rooms, etc.—advertised at this 
season. 

A brief letter of thanks to 
suppliers and customers at this 
season in a “Merry Christmas” 
and “Happy New Year” vein is 
a regular practice of many 
dealers. One Ohio dealer goes 
even further. He spends the 
last business day prior to 
Christmas carrying the best 
wishes of the season to his 
competitors in personal visits. 
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“STORE-WITHIN-A-STORE” DESIGNED BY YALE PUTS 


material dealers to carry an increas- 
ing variety of merchandise, includ- 
ing hardware. 

Many building materials dealers 


| have put themselves into the profit- 


able hardware business, at minimum 
investment in floor space and stock 
inventory, by installing the display 
cabinet designed by YALE & TOWNE. 


YALE 
“Store-within-a-Store”’ 
Contains Complete 
Hardware Department 


This cabinet, occupying approxi- 
mately 12 sq ft, is a complete hard- 
ware department, containing a 
“model stock” of “most-wanted” 
hardware. It has eight display areas, 
four on removable side panels and 
four on the removable front doors 
Opening on the storage shelves. 
Each stocked item is “sampled” 
On the outside of the removable 
panels, and a numbered label. out- 
side corresponds to the number on 
the box shelved inside. The same 
tumber refers the clerk to the 
description of the product in the 
Builders’ Hardware Catalog. Even 
an inexperienced clerk can easily 
make up an order and price it. 
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Excellent Package 
Identification — 
Makes It Easy To 
Select Desired Item 


A stock control card, attached to 
the inside of the cabinet doors, con- 
tinually shows which items are mov- 
ing and tells if the inventory-of each 
is enough to fill normal demand. 
The YALE distributor calls regu- 
larly and refers to the stock control 
card to fill in depleted items as 
needed and to analyze stock move- 
ments for possible changes in model 
stock. This means that the dealer 
always has enough of each “most- 
wanted” item. Types and sizes rarely 
called for can be obtained quickly 
from nearby distributors’ stock. 
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Stock Control Card 
Shows Which Items 
Are Making Money 


A panel of 20 builders’ hardware 
specialists selected the items to make 


BUILDING SUPPLY DEALER IN HARDWARE BUSINESS 


The continuing trend is for building 


up the ideal small active stock, in- 
cluding locksets, hinges, etc. 

Any dealer can build the cabinet 
from the detailed, simple drawings 
furnished him free by the distributor 
who will also furnish printed labels 
for the recommended stock. 

Field tests indicate that the best 
color scheme for the cabinet is red 
for the display area, and gray for the 
rest. The templates, also furnished 
by the distributor, show the location 
of each sample and give the size and 
location of screw holes for mounting 
for the best display. 


YALE PACKAGES 
PROMOTE 
RELATED SALES 


Attractive display is an important 
sales aid for builders’ hardware. 
Properly packaged, sampled and 
shelved, builders’ hardware can be 
easily sold in volume. 

YALE boxes are designed to stim- 
ulate the buying impulse not only 
with illustrations but also with com- 
pelling “selling sentences” that help 
clinch the sale. 

They are also designed to sell re- 
lated items. The YALE boxes for 
front door locksets, for example, 
suggest with pictures and text the 
purchase of door closers and similar 
products used on doors. 





89 

















HOME PLANNING BOOKS aid Hummel and Gray’s own 


planning service. 
does all the drawing and planning. 
right at the office. 





Hummel’s son who is specially trained, 
Blueprints are made 





than mere size. 
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NEIL HUMMEL, of Hummel and Gray, 
Bushnell, Ill., who has built a fast. 
growing retail lumber business based 
on selling and merchandising ideas 
that are tailored to his sales area. 


ACROSS THE STREET from attrac. 
tive show window at left, is local stock 
yard patronized daily by Numerous 
farmers. 


KITCHEN DISPLAYS need not be elaborate to be effective. 
A finished look to the display, plus some touch such as 
the curtains, plus constant neatness are more important 


Hummel and Gray Planned to Sell Its Market 


Sound ideas are here combined to make a merchandising 


plan that has proved itself with a big and profitable volume. 


Neil Hummel has been in the 
retail lumber business for just 
18 months, as compared to the 
longevity records of many deal- 
ers. In that short time, he has 
put into action a number of 
ideas that have brought words 
of praise from the old timers. 

Hummel has been in the con- 
tracting business for many 
years. He has often experi- 
enced troubles getting mate- 
rials in the quantities and on 
the time schedule required, 
hence decided to start a retail 
business that could also be a 
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source of supply for his con- 
tracting business. 

He had been so closely con- 
nected with the retail business 
that he was forewarned of 
many pitfalls. 

For one thing, he keeps the 
lumber business and the con- 
tracting business strictly sepa- 
rate both from the accounting 
and selling points of view, al- 
though it has turned out that 
people have accepted his dual 
role of builder and supplier 
more easily than he first ex- 
pected. 


The Hummel retail operation 
is planned from the yard lay- 
out and storage of materials 
right through the choice of lo- 
cation and personnel. 


Personnel Important 


To form the concern, Hummel! 
went into partnership with Mr. 
Gray, a veterinarian with 4 
statewide reputation. Gray is 
in constant contact with farm- 
ers in the surrounding area, 
and has his ears and eyes al- 
ways open for prospects. He 
carries a yard price book with 
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VIEW OF SHOP where yard will precut studs, siding or 
Radial saw is in constant use to 
provide materials for customers the way they want to buy. 


any other materials. 


him on all his’ professional 
calls. 

For yard manager, the part- 
ners chose George Bertolino, 
who was high school athletic 
coach at Bushnell for 13 years. 
He coached many of the young 
farmers and businessmen who 
are now Hummel and Gray cus- 
tomers. 

George matches his wide ac- 
quaintanceship in the yard’s 
trading area with his ability to 
give friendly, helpful service to 
his customers. He is constantly 
extending his product knowl- 
edge, which he uses to help his 
customers get the best possible 
job for their money. 

Location has played a big 
part in the ability of Hummel 
and Gray to gain a large sales 
volime in a short time. The 
partners chose a large plot of 
ground with a siding across 
the back line and a _ heavily 
traveled highway running past 
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the front. Directly across the 
street from the office and dis- 
play room is a local stock yard 
with adjoining restaurant, 
which is widely used by area 
farmers as an outlet market 
for their livestock. 


Excellent Location 


Many a farmer first shopped 
at Hummel and Gray imme- 
diately after unloading a truck 
load of hogs or cattle. Al- 
though such convenience makes 
it natural for the farmers to 
continue buying at the yard, 
Bertolini depends on friendly, 
efficient. service and product 
knowledge to bring in repeat 
business. 

Simple, attractive and neat 
displays, featuring manufac- 
turer-made aids and samples, 
plus wide show windows that 
permit a full view into the 
store, are additional factors in 
obtaining new customers and 


are sold each year. 
otherwise unoccupied. 





BATS WITH PLYWOOD overlay are 
used in many new buildings, including 
the yard offices. Green-stained bats 
are applied first to wall. Plywood 
panels of natural finish are cut to size, 
beveled, and applied over the bats. 


DISPLAY ROOM, left, shows clean 
and spotless arrangement. All dis- 
plays make use of manufacturers’ 
literature. 





PREFAB FARM BUILDINGS totaling thousands of dollars, 


Buildings are built when the crew is 


repeat business. 

The company maintains a 
plan service that turns out 
sketches for prospects and 
complete working plans where 
necessary when a job is sold. 


Package Selling 


Although the contracting 
business is run separately from 
the retail yard, it is a potent 
selling force because the cus- 
tomer can be sold a package 
job—house, barn, brooder, re- 
modeled kitchen—when he 
wants it. 

Hummel — through the yard 
and contracting business—can 
get away from per thousand 
foot price selling, and in turn 
sell completed jobs. 


Product Ideas: 


Still another factor in the 
yard’s success is Neil Hum- 
mel’s interest in products in 
use, compared to looking at 
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products in bins as so much 
material to be sold at a price. 

The interior use of plywood 
and bat joints (see photo) is 
one of many examples where 
Hummel’s interest in end use 
and appliance has created a 
better sale and increased mar- 
kets. His original plywood ap- 
plication has resulted in many 
additional sales. 

He has worked out numerous 
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THE yard site 
and buildings are 
laid out for eff. 
® |cemenT pave oe sea 
| with a minimum 
of manpower and 
effort. Notice the 
diagonal driveway 
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through the main 
lumber shed, 
Short lumber is 
stored opposite 
long lumber, elim- 
inating much 
waste space nor. 
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ingenious designs, attractive 
decorative effects, and time and 
space saving effects in house 
jobs that have brought in other 
prospects who want to use the 
same ideas. 

Taken separately, Hummel’s 
selling ideas may sound run of 
the mill—what many dealers 
practice; but there are two im- 
portant punch lines. First, he 


PARKING AREA 


mally experi- 
enced. Also, shed 
is built with clear 
span roof trusses 
so that there is 
complete freedom 
in the use of in 
side space. 


65-6" 
— HIGHWAY — 


r LAWN, 
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has chosen a series of selling 
ideas that fit his territory. Sec- 
ond, he and his organization 
stick to using those ideas day 
in and day out every day. Prod- 
uct knowledge won’t do a sell- 
ing job if it is used as a selling 
tool only part of the time; the 
same applies to packaged sell- 
ing, and the consumer services 
that make for satisfied cus- 
tomers and repeat sales. 





GOLDBLATT 


Mason Tools 


Give You... 


° Greater Profits 
* Satisfied Customers 


SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 


masonry tools and equipment. 


¢ Faster Turnover _ . 
° Repeat Sales 


ONE SOURCE FOR 

ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


Goldblatt Tool Co. 


1924 Walnut St. 


Kansas City 8, Mo. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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GET IN ON ZONOLITE’S BIG HOME 
INSULATION PROMOTION TODAY! 


MAIL COUPON NOW! 


As the messages above show, smart dealers 


across the country are cashing in on Zonolite’s 135 S. LaSalle St., Chicago 3, III. 


; : : : : : I’m interested in making more money this fall. 
§reatest home insulation Promotion in his- Please send full details on Zonolite’s great home 


Zonolite Company, Dept. AL-100 


tory. Time is getting short, but it’s not too late See ee 
if you act today. Send in coupon at right for [—_—_n—nnn Pied Niet 
i Address 
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ACCOUNT of Gerald Jordan for January 1-10, 1950, as it would appear on the 
usual 11x11 customer ledger sheet. To secure accurate information about the 
financial status of each job, it would be necessary to go through the entire group 
of invoices and credits making up this account—a time-consuming job. 


AN 


1950 \\ /WVOICE NO. o~ DEBIT CRED/T AMOUNT 

















/47\| 5025 


/ cm 
/ dan 


THIS SIMPLIFIED FORM contains same information as shown on the above 
card, posted in this case on an 11x11 analysis sheet. Distribution of all amounts 
is readily seen, and totals quickly obtained by footing analysis columns. Amounts 
in parentheses indicate credits or subtractions in footing various job columns. 
These figures normally would be posted in red. 














One Way to Keep Control 
of Accounts Receivable 


California dealer devises simplified book- 


keeping system to keep easy, constant check on small 
contractors’ accounts 


The nationwide analysis of of between 26.4% and 44.4% 
dealer operating figures over the past year. 
(ALBPM, November 9, 1949) One of the leading factors 
shows that accounts receivable causing this situation is the 
have increased on the average enormous number of small 









94 








October 7, 1950, AMERICAN LUMBERMAN & 


builders and contractors who 
have sprung into being to get 
their share of the profits from 
the present building boom. 

The typical builder or con- 
tractor in this category is the 
carpenter who has had consid- 
erable experience working for 
the other fellow, and wants to 
make a little extra for himself, 
Unfortunately, this type of 
builder knows building but has 
almost no knowledge of oper- 
ating a business, and particu- 
larly, proper financing. This 
small operator has to depend 
on building loans secured for 
each job. 

As loans never cover the en- 
tire cost of the average job, the 
inexperienced builder always 
finds himself just a little bit 
short, and has to depend on 
the sale of each house to push 
him over the hump. Another 
hindrance, the slowness in clos- 
ing escrows for various rea- 
sons, makes itself felt here, 
and if the building material 
dealer is not in close touch with 
the situation, he may wait a 
long time for his money. The 
sad part of the vicious circle is 
that the small builder must 
continue building to keep oper- 
ating, and the more jobs the 
dealer furnishes, the more 
money he has to wait for, and 
many dealers get more on their 
books than they realize without 
being aware of it. 

The business from_ these 
small operators is good because 
the money is available, but to 
play it safe, exact knowledge 
must be had of its availability. 
Recognizing this fact, plus the 
knowledge that most small 
builders are very poor book- 
keepers, the Blackstone Lum- 
ber Co. of Fresno, Calif., has 
altered its method of recording 
charge sales to show a complete 
record of total materials going 
to each job of each individual, 
as well as the total balance of 
the individual’s account. 

An elaborate cost system is 
impractical for all except the 
very large yards which usually 
have the office force to handle 
it. The average lumber yard 
has an office force of one or 
two persons, and the problem, 
as in the case of the Blackstone 
Lumber Co., is to record the 
additional information without 
greatly increasing the _ book- 
keeper’s work. The major 
change in the actual bookkeep- 
ing is found in the customer’s 
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Mengelbord* is a low-priced, one-piece face, 
3-ply, utility hardwood plywood, %” thick. 
Made from beautiful White Tupelo Gum (a 
genuine cabinet-maker’s hardwood). It is 
ideal for “natural” finishes! 








This low-priced 
UTILITY HARDWOOD 
PLY WOOD 
takes perect 


“NATURAL” FINISHES! 














Mengelbord is ideal for all interior uses: 


DRY WALLS PARTITIONS 
CABINETS STORE FIXTURES 
FURNITURE 


Write today for descriptive literature. 
No obligation, of course. 


Where fine wood panels of Ma- 

hogany, Oak, Birch or Walnut 

are desired—ask for Mengelux*. 
Literature on request. 


THE MENGEL COMPANY 
Plywood Division « Louisville 1, Ky. 
*Reg. U.S. Pat. Off. 
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Rock-Hard Putty Elastic Arm-Glaze 


Glaze your sash with E-L-A-S-T-I-C Arm-Glaze 
and you, too, can (1) put an end to expensive 
reconditioning, and (2) eliminate production 
time losses. 

Arm-Glaze takes an initial “set” immediately 
after application. Arm-Glaze’d sash can be 
shipped AT ONCE, and without risk of costly 
reconditioning. 


Unlike putty, this amazing compound retains 
its oil—withstands years of weathering without 
cracking or crumbling. 


cet FREE sampte 


Sash mills from coast to coast have used Arm- 
Glaze for years (see below) in preference to 
putty. Glaziers find it “runs” smoother; can be 
applied faster. Customers like its long-lasting 
properties. You, too, can SAVE 
MONEY using Arm-Glaze. 
Write us today for a liberal size, 
FREE sample — and then make 
any test you care to. 


33” 


Companion Product 
vantaots oarmeanse | TYPICAL USERS OF Arm-Glaze 


to home glazing repairs 





— i 1 f 

wood er metal "sash. Rockwell Mfg. Co... . 3!/ years 
un to work wi . * e 

H d f it. 

Wandymen, prefer it. Chicago & Riverdale . .10 years 


Provides ltasti - 

amg eng De Bosman & Casson .... 7 years 

pease nage’ —S veo 

counter sales in a 

sri metal camtainers E. A. Nord Co. .....3 years 
onderful product, ° 

Send trial order! Pacific Mutual Door .. . 9 years 











COMPANY 


4065 So. LaSalle St. 241 S. Post Ave. 2411 Swiss Ave. 
Chicago Detroit Dallas 
and Richmond, California 
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82 


CUSTOMER LEDGER CARD (5x8) of the type used by Blackstone Lumber Co. 
Numbers in folio column refer to the following transactions: 
1. Balance forwarded and distributed from previous ledger card for customer 


Nathan Brown. 


2. Invoice No. 5014 for $3.21 charged to job on Lot 1196. 


3. Total of Lot 1196 transferred to carry-over column as information on individ- 


ual job is received. No more material going out, so column is closed by double 


ruling. 


4. Invoice No. 5035 for $189.72 charged to job on Lot 349. 


5. Invoice No. 5041 for $175.30 charged to new job on Lot 737 (opened in column y 


just vacated by transferring Lot 1196 to carry-over). 

6. Payment of $549.27 received and credited to job on Lot 16, closing this job out. 
In transaction No. 3, no change is made in the customer’s balance since the only 
difference is one of distribution of figures making up this balance. Physically, 
however, this provides space for new transactions as illustrated with opening 
of new job in transaction No. 5. Distribution of payment of $549.27 in transac- 
tion is immediately noted in transaction No. 6. Obviously, it is mportant to make 
sure that customer’s payments are credited in the proper column. 


ledger; in other respects, ac- 
counting procedure is normal. 
Entire yard operation is pat- 
terned to contribute to needed 
accounting information. 


Maps Tell the Story 


Large maps of the tracts in 
which the various contractors 
operate are posted on a large 
bulletin board at the Black- 
stone Lumber Co. office. These 
maps furnish the key to the 
entire system of accounting. As 
each job is started, the proper 
lot is blocked out on the tract 
map in colored pencil and let- 
tered with the customer’s name. 
This lot number is used as the 
job number and appears on 
each sales invoice and is writ- 
ten following the customer’s 
name in posting to the sales 
register. 

The form of customer’s 
ledger is changed by using 
analysis ledger sheets in place 
of the usual ledger sheets. An 
analysis sheet with five col- 
umns is usually sufficient to 
handle the number of jobs cus- 
tomarily in progress by this 
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type of customer. Postings are 
made from the invoice to the 
debit or credit column and bal- 
ance extended in the usual man- 
ner; at the same time the 


amount is carried to an analy- 


sis column reserved for the par- 
ticular job. 

At the end of the month, 
statements are prepared in the 
usual manner showing the total 
balance due, and if the cus- 
tomer wishes, it is very simple 
to foot the analysis columns 
and give him a breakdown of 
each individual job in progress. 
As credit entries are very few 
in proportion to debits, they 
are noted in red in the analysis 
columns. Any payments re- 
ceived from the customer dur- 
ing the month are credited to 
the oldest balance unless the 
amount is definitely earmarked 
for a particular job. The cus- 
tomer ledger used at Black- 
stone Lumber Co. is a 5x8 ruled 
card for each customer, with 
the ruling changed to the form 
of the regular 11x11 analysis 
ledger sheet. This, of course, 
does not change the accounting 
procedure. 


Colored Ledger Cards 


Donald Madsen, the manager 
and one of the co-partners, 
likes to keep in close touch with 
all work in progress by all his 
small contractors and builder 
customers as their business 
forms a considerable part of 
the accounts receivable balance, 
although there are few of these 
accounts compared to the total 
number of accounts on the 
books. To accomplish this, the 
ledger cards of this group are 
a different color from the re. 
mainder of the cards in the file, 
thus making it easy to select 
one or the entire group. 

By an examination of one of 
these cards, Mr. Madsen, or his 
partner, Lawrence Johnson, 
can determine the _ balance 
owing on a customer’s account, 
and also the total material out 
on each customer’s job. Thus 
if the customer cannot pay for 
any reason, it is simple to de- 
termine which jobs and how 
many must be included in 
filing liens to protect the lum- 
ber company’s interests. It is 
also valuable in checking nor- 
mal progress of various jobs, 
and reminding customers, if 
necessary, to check on financing 
for a particular job. This also 
helps decide the future credit 
policy and desirability of con- 
tinuing with certain accounts 
as it quickly reveals which man 
is the best manager. 

In an accounting system_em- 
ploying the regular.11x11 cus- 
tomer ledger sheets, the group 
of accounts operating under 
this analysis system may be 
earmarked by small colored 
tabs attached to each individ- 
ual account sheet concerned. 
Tabbed sheets are much easier 
to pick out than colored pages 
when they are bound in a book. 


Carry-over Column 


The only objection to this sys- 
tem might be found where a 
job is completed but the bal- 
ance due remains open on the 
books for some time. This, of 
course, leaves an idle column 
at this position on the analysis 
ledger sheet since nothing more 
can be posted until the account 
is cleared. 

To eliminate this trouble, a 
carry-over column is used on 
the analysis side of each ledger 
sheet. To this column is carried 
the total balances of all com- 
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DUAL POWER MORE THAN DOUBLES OUTPUT for Arkansas 
mill operator. Already a satisfied owner of an Allis-Chalmers 
Model L-844, 110 hp. unit . .. M.S. Serion and Son, Monticello, 
recently added a Model E-563, 74 hp. unit and on a test run, - 
more than doubled: former output of hardwood lumber. 


THEY’RE ang BY Swilehang 


TO ALLIS-CHALMERS 
“DOUBLE-POWER” ENGINES 


Sawmill operators are changing to A-C dual 
engine installations . find they have many 
money-saving advantages over big, expensive 
single engines: 

LOWER IN FIRST COST than big engines, and lower 
than many of equal power—because they are mass 
produced by the thousands. 

LOWER FOUNDATION COST because of lighter 
weight. 

LOWER MAINTENANCE COST with removable wet 
cylinder liners, inserted alloy steel valve seats, and 
other money-saving features seldom found in big 





engines. 
GREATER ECONOMY AT REDUCED LOAD because 
you can idle one engine, still run the other at peak 
efficiency. 

SHUT-DOWN PROTECTION with at least one engine 
always on the job. 

EASIER STARTING using either hand crank or elec- 
tric motor — can use one to start the other. 
MORE EASILY MOVED than single, larger engines. 
WIDER USE with either unit available as a separate 
power plant. 


SIZES TO FIT YOUR NEEDS 








MODEL RPM BRAKE HP. 

Available with various ac- 
B-125 up to 1800 15 —28 cessories . . . nationwide 
W-201 up to 1800 33.5—40.5 service facilities. Operate 


economically on low- 
grade fuels, gasoline, 
natural gas or butane. 


U-318 up to 1200 45 
E-563 up to 1050 74 
L-844 up to 1050 110 














ee 





' 


Check now to see how Allis-Chalmers ‘‘Double Power'’ units can 


profitably fit into your operation. Write direct or contact your 
nearby A-C dealer. 


“SEEING IS BELIEVING” 


ALLIS:CHALMERS 


TRACTOR DIVISION MILWAUKEE 1, U.S. A. 
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YOU DON’T BUY 
LUMBER ALONE 





You can buy lumber most any place in normal 
times. And usually you measure your value in 
lumber alone. Not now! Buying has changed! 


Today in buying you must know the market 
(which is more than a one-man job). Also, service 
and transportation are important considerations. 


The GEO. E. MILLER LUMBER COMPANY main- 
tains a staff of lumber experts who are in constant 
touch with both supplier and consumer to keep 
you posted on market conditions. 

Wire service, teletype, phone or mail provides 
quick response for your convenience. 


The GEO. E. MILLER LUMBER COMPANY of- 
fers you these extras with a wider selection of 
quality western forest products, as they are one 
firm producing as a manufacturer and giving a 
selective service as a wholesaler...over 18 years 
of dependable service. 


Get more for your money. 


BRANCH OFFICES: 


WILLIAM J. HANLEY 
Trust Co. of N. J. Bidg 
921 Bergen Ave. 
Jersey City. N. J. 
Phone: 
New Jersey— Journal Sq. 2-4755 
New York— Rector 2-1999 


J. F. MURPHY 
6410 Sherwood Rd. 
Philadelphia, Pa. 
Phone: GReenwood 3-6448 


. J. DONNER 

5225 Wilshire Bivd. 
Los Angeles, Calif. 
Phone: York 4677 


GEO. E. MILLER 


LUMBER COMPANY 


EQUITABLE BLDG. + PORTLAND 4, OREGON 
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Free to Dealers... 
Two New Planning 
and Idea Books 


‘Sales Features for Electrical Living 
Homes” shows the “most wanted” 
Sales Features in homes...features that 
have proved their appeal to home- 
owners. Has 32 pages of illustrations, 
diagrams...on kitchens, laundries, 
electric bathrooms, and smart light- 
ing ideas for every room in the house. 
Also gives simplified data to help in 
planning an adequate wiring system. 

With each Sales Feature, you'll find 
a brief summary of Selling Points to 
help you and your builders turn 
prospects into buyers. 

‘‘Design Details for Electrical Living 
Homes” fills a real need for construc- 
tion details on valance, cornice, cove, 
soffit, pinhole spot, under-cabinet 
and other unusual lighting effects. 
Kitchen and laundry plans, with com- 
plete dimensions are also shown. 

Photographs of actual installations 
illustrate the planning ideas, and con- 
struction details show exactly how to 
build them. 

To get these books, send coupon 
below to Better Homes Bureau, 
Westinghouse Electric Corporation, 
Dept. AL-10, Box 868, Pittsburgh 
30, Pennsylvania. G-10113B 


you can 6€ SURE.. ie is 


Westinghouse 


Better Homes Bureau 

Westinghouse Electric Corporation 

Dept. AL-10, P. O. Box 868 

Pittsburgh 30, Pa. 

Please send me a copy of your new books, 
Sales Features for Electrical Living Homes, 
B-4691; and Design Details for Electrical 
Living Homes, B-4671. 





Street 





ROOF! 
CEMENT 


waitgOARD 


ATTRACTIVE EXTERIOR of Blackstone Lumber Co., Fresno, Calif. advertises 
many of the products merchandised by the firm. 


pleted jobs outstanding and un- 
paid. 

As each job is cleared, the 
credit posting is shown in the 
carry-over column and credited 
to the balance of the customer’s 
account in the usual manner. 
By using the carry-over column 
the remaining columns on the 
analysis section of the page are 
always open to receive new jobs 
in progress. This device might 
be likened to the use of the 
general ledger column in a cash 
or sales record in the average 
bookkeeping system, where 
items are posted that are not 
customarily a part of the 
routine transactions passing 
through those records. 

Illustrations in this article 
show, perhaps better than the 
written word, the operation of 
this simple accounting varia- 
tion. The extra work for the 
bookkeeper iis only the addi- 
tional posting to the appro- 
priate analysis columns in the 
customer ledger and the foot- 
ing of these columns whenever 
a total is desired. The system 
can be adapted to practically 
any set of books as standard 
bookkeeping forms are_ used. 
Even in a system where addi- 
tional copies of invoices and 
cash credit slips form the cus- 
tomer ledger, the only new step 
required is a distribution of 
these items by job, whenever a 
breakdown of a customer’s ac- 
count is needed. 

The methods and procedures 
discussed in this article are not 
intended by any means as a 
complete system. But they do 
furnish a quick and simple 
method for the dealer with the 
normal small office force, to 
have some of the information 


that is usually found where a 
more elaborate system of ac- 
counting control is maintained. 

Until the day comes when 
the pressure is off the various 
financial institutions concerned 
so vitally with financing the 
building industry, and particu- 
larly the small builder, every 
dealer must expect his accounts 
receivable to run a small per- 
centage higher. This is due 
mainly to natural delay in 
processing various loans, sales 
transactions and other items 
which furnish operating capital 
to small builder customers. He 
should not, however, relax his 
vigilance in granting credit as 
there are always a certain num- 
ber of newcomers in business 
who will never learn proper 
management, and their mis- 
management is as disastrous to 
the dealer as the dishonest cus- 
tomer who is trying to beat him 
out of his bill. 


Customers Appreciate 
Service 


Mr. Madsen regards this in- 
novation applied to his ac- 
counting system as a distinct 
contractor service. Many of his 
small operators are finding out 
that material cost is an impor- 
tant factor in determining the 
prices at which they can sell 
their houses and still make a 
worthwhile profit. They are 
asking for cost breakdowns on 
each job, and the information 
thus furnished has made notice- 
able improvement in their han- 
dling of their accounts with 
the lumber yard. 

Thecustomers appreciate 
this extra service and some of 
them have been instrumental in 

(Continued on page 139) 
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ETNAPLY 


Although our warehouse stocks are large and well diversified, there 
will be times when the items that you need are scarce. Send us 


your specifications and give us alternates where possible. 


If the materials you require are available, your order will be filled 
promptly. In case we cannot meet your exact requirements, we'll 


offer you the closest available material. 








AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Ave. Chicago 22, Illinois 
ARmitage 6-7100 — Teletype CG305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit; Milwaukee and Green Bay, Wis.; Minneapolis; Richmond, 
Va.; Marion and West Lafayette, Ind. 


SEE PHONE BOOK 
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BUILDERS Who Know 
Fine Flooring 


Prefer CHICKASAW 
Brand OAK FLOORING 


Unfinished and Pre-finished 
Strip — Plank — Block 


Chickasaw Brand Oak Floors are quick to lay, 
low in initial cost, easy to maintain. Because 
of long lasting beauty they appeal to prospec- 
tive home owners. 


Strip Flooring is in greatest demand. Plank 
Flooring is suitable for ranch type houses or 
other informal settings. Block Flooring is best 
suited for formal surroundings. It is distinctive. 


You can save time by ordering Chickasaw 
Pre-finished Flooring — finishing done at the : 
factory — sanding, waxing and polishing done a went me, SS Oe 
by experts, NATIONAL OAK FLOORING }¥ 

MANUFACTURERS' ASSOC. 
Ask about mixed cars of Chickasaw Flooring — Hardwood Lumber — Thresholds — 
Risers — Treads — Nosings. Kiln dried semi-finished Oak Dimension Lumber. Send us 
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your specifications. 


Memphis Hardwood Flooring Co. i.2"5 
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LARGE GLASS AREAS have good impact value on street 
traffic. 








INDIVIDUAL WINDOW DISPLAYS plug both standard 
materials and specialties. 


Main St. Location Brings in the Customers 


Danville, Illinois, dealer remodels his store 


to take advantage of prize location. His 


“consumer 


selling” approach to the retail lumber business means 
new customers and more profits. 


In the small town of Dan- 
ville, Illinois, The People’s Coal 
and Lumber company recently 
remodeled to take full advan- 
tage of its location on main 
street, half a block from the 
chief intersection. 

What had formerly been 
mainly blank walls were trans- 
formed 
windows. These windows have 
opened up a wealth “interest- 
ing looking” for every passer- 
by, whether in a car or on foot. 

The major departments with- 
in the store are played up with 
bulk displays so that they read- 
ily identified from the street. 

Window displays are given 
added effectiveness this way. 
For example, a paint display 
in the window naturally leads 
the eye into the store where 
the large stocks of attractive 
displayed paints and brushes 
can be easily seen. This well 
kept department makes an im- 
mediate impact. The viewer 
“knows” that inside this store 
he will find a large selection of 
clean, bright merchandise. 

S. L. Martin, son of Fred W. 
Martin, the founder, is now 
president, J. J. Moloney is the 
general manager. 

To advertize the opening of 
the new store, the company 
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into modern display — 


ran the following ad under the 
title, “Presenting an Era of 
Progress.” It is an original ap- 
proach to opening day ads 
which can easily be adopted by 
other dealers. The ad follows: 

Fred W. Martin Lumber 
Company, founding organiza- 
tion of the present Peoples 
Coal and Lumber Company 
had a humble beginning. For 
many years materials they 
sold were delivered by one 
man doing the hauling with 
a small wagon and one horse. 

In the olden days a long 
bench stood in the Lumber 
Office. An emblem of friend- 
ship, that bench—a gathering 
place for all the farmers, es- 
pecially the men folks. For 
the Lumber Office was a place 
to congregate while the 
women traded firkins of but- 
ter to the grocer for weekly 
supplies for the home. Re- 
member ? 

The years of our youth, the 
dream years, the period of 
time when horses reared on 
their hind legs when motor 
buggies chugged by. 

Out of those years of mem- 
ory came two young men, un- 
daunted and unafraid to 
tackle the problems in their 
new life time adventure. Two 


young men, who, in _ those 
early days were carefully 
carving initials on their desk 
tops at school, dreaming of the 
years of their future. 

Today these men have es- 
tablished a business and in- 
dustry that is known through- 
out Illinois. Today they are 
celebrating the progress 
Peoples Coal and Lumber 
Company has made. 

Celebrating by remodeling 
the Office and Show Rooms of 
their company plant. Remod- 
eling so they can better serve 
you—demonstrating and ex- 
hibiting more products in 
hardware and paint; giving 
you visual displays of how 
that dream home you so de 
sire will really look. 

The symbol of friendship 
continues to await you at 
Peoples Coal and Lumber 
Company. Though modern in 
setting, this storehouse of 
merchandise for you, con- 
tinues to kindle the memories 
of the neighborhoods where 
you and your folks once lived, 
carrying on the traditions of 
honesty and fair dealing es 
tablished by our forebears. 

Attend the celebrative open- 
ing of Peoples Coal and Lum- 
ber Company on May 14th... 
You will be sure to meet many 
of your old friends, and in 
addition, you will witness the 
formal showing of the newest, 
the brightest, the most mod- 
erately priced materials and 
supplies for your home that 
you could ever hope to own. 
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WATSECA branch store uses full front to display many 


products. 


This clever advertising piece 


‘- scombines an invitation with an 


unobtrusive reminder that Peo- 
ple’s Coal and Lumber Com- 
bany has rendered responsible 
service for many years. It high- 
lights the fact that the com- 
bany and its personnel have 
frown with the town 
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MANY PICK-UP ITEMS are 
paint department. 





passed to reach popular 
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stocked. 


The quiet humor of the piece 
puts the company on the towns- 
people’s front porch, so to 
speak. It is the type of adver- 
tising that builds genuine good 
feeling and could be employed 
much more widely than it is. 

It is interesting to note that 
the company does not have in 


MANUFACTURERS’ 
throughout store. 


INTERIOR of Watseca store is neat, 


effectively 


DISPLAYS are 


used 


modern and well 


its employ a_ professionally 
trained display man. Located 
among main street stores of the 
type which habitually do an 
excellent job of displaying, 
People’s clerks have been led 
to try to do an equally good 
job. The photos show that they 
have been successful. 
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ISLAND of paint accessories is found in Davidson & Case Lumber Co. store 


in Oklahoma City. 


Supply Market for Paint Accessories 


A COMPLETE LINE of paint 
accessories should be stocked by 
every building materials dealer 
handling paint. If possible, the 
display should be segregated, yet 
adjacent to the main islands and 
shelves of paints. 

The big island of paint acces- 
sories seen above is found at the 
Davidson & Case Lumber Co., 
Oklahoma City, Okla. The compan- 
ion items found on this one coun- 
ter include the following: shellac, 
linseed oil, turpentine, paint re- 
mover, wall size, sealing tape, lino- 
leum paste, spackling putty, patch- 
ing plaster, putty, glazing com- 
pound, lacquer thinner and house- 
hold hydrated lime. 


e Salesman's Corner 
The Sal 


At the end of each of your sales 
presentations this month, ask for 
action . . . not just once, but if 
necessary, repeatedly. Now, at first 
thought you might wonder if this 
advice isn’t too obvious for presen- 
tation as a “selling strategy of the 
month.” Be assured... it isn’t! 
For some strange reason, many an 
otherwise competent salesman, as 
he approaches the critical ending 
period of an interview, often gets 
cold feet ... and then experiences 
a sensation actually akin to battle- 
field fear. Instead of frankly ask- 
ing for the order, he just sits in 
front of his customer looking wist- 
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ful. Or, at most, he only weakly 
hints for an order. Like this, per- 
haps: 

SALESMAN: “Well . . . that 
completes the story . .. I guess. 

(PAUSES HOPEFULLY.) 

Er... have you any questions 
about any of the points I’ve cov- 
ered?” 

CUSTOMER: “Nope. I think 
you’ve covered them pretty well.” 

SALESMAN: “No questions at 
all, eh?”’ 

(PAUSES AGAIN WITH AP- 
PEALING LOOK.) 

CUSTOMER: Nope. But I appre- 
ciate the information you’ve given 
me and I’ll try to bear it in mind.” 

(CUSTOMER RISES AND 
SALESMAN FOLLOWS SUIT.) 

SALESMAN: “Okay .. . well, 
then, suppose we leave it this way. 
If later on you should think of some 
further information that you might 
want ...why...uh... please 
feel free to call on me.” 

And out he goes, having touched 
all the bases except one .... HOME 
PLATE. 

Now, why is it, do you suppose, 
that so often a salesman leaves a 
customer’s office that way? Why 
does he fear to ask for the order 
that his presentation has earned? 

Certainly, prevailing mortality ta- 
bles don’t explain it . .. because 
of all known professions, the oc- 
cupational hazards of a salesman 
asking for an order are least. Not 


a life nor limb has been lost in the 
memory of man! 

So keep that safety record iy 
mind this month in all of your own 
selling interviews. At the end of 
each of them, ASK FOR ACTION, 

Don’t just hope for the order, 
Don’t just hint for it. And, what- 
ever you do, don’t plead for it. 

ASK for it! Ask for it, if neces. 
sary, not just once but repeatedly, 
Ask for it as the natural action 
result of a sales presentation that 
has earned the order. 

—Richard C. Borden, 
The Dartnell Corp, 
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TYPICAL GARAGE sold on the 
budget plan by Gibson Lumber (Co. 


Budget Payment Garages 


HOME OWNERS will buy ga- 
rages if they can get them at a 
monthly packaged price, salesmen 
for the Gibson Lumber Co. in Al 
buquerque, N. M., have discovered. 

David E, Gibson, Sr., and his son, 
Dave, who operate the firm which 
bears their name, got into the 
garage business in a big way about 
a year ago, when houses in Albu- 
querque were being erected at the 
rate of about 300 per month. Many 
of these houses lacked garages .or 
had only car ports. 

A Gibson representative began 
calling on these residents and found 
that many of them would like to 
have a garage at a package price 
of $9.75 per month and up, FHA 
financed. Garage sales were often 
made at the time the original sales 
contract was made. All the buyer 
had to do was to say “yes.’”’ Gibson 
did the rest, furnishing the plan, 
contractor and materials and ar- 
ranging the financing. 

Within three months, the Gibson 
Lumber Co. was selling six to 12 
garage units a month. The average 
garage sale was $1,200, giving 4 
good boost to the firm’s regular 
sales volume. 
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Famous GEEGEE Windows 


We have doubled the daily 
production of Bee Gee Win- 
dows. Through this speed-up 
in every department we are 
able to assure our dealers of 5 
to 10 day delivery on every 
Bee Gee Window type and 
size. 


MEET THE DEMAND 


Your customers will like the 
variety of types and sizes 
(more than 42) for every 
architectural demand. With 
Bee Gee Windows you can 
satisfy every taste and meet 
every budget. Don’t miss out 
on Bee Gee profits. Be ready 
to deliver famous Bee Gee 
Windows promptly. 


FAMOUS BEE GEE 
FEATURES 


Clean the OUTSIDE 
from the INSIDE. 


One complete factory pre- 
fitted unit, consisting of 
FRAME, pre-fit glazed 
SASH with GLASS bedded 
in putty, copper SCREEN 
and all HARDWARE ap- 
plied at the factory. 
CONTROLLED VENTI- 
LATION permits air to 
enter as desired from three 
disections. 

TO INSTALL—simply set 
the Bee Gee Window in 
the wall. 





e CHICAGO 18. ILLINOIS 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details .. write today .. Dept. AL-2 


manafestaed OO Paling g 
BROWN-GRAVES CO. 


AKRON 1, OHIO 



















black frame. The sign uses 24 tools 
and different pieces of hardware 
to spell out the company’s operat- 
ing policy. The sign message reads: 
' “BRACE up, get in LINE, and 

‘a, " a 190 FEO A FACTS = “ read a few PLAIN facts. Our 
: UP GELIN ee Rie re . RULE is to give all a SQUARE 
+ »; Qug® = ts TO GIVES |) deal. We’re on the LEVEL. We 
i “) ec xy say we HANDLE quality merchan- 
sige EE + dise, Two BITS will not buy a 

a ng Pim | ; SHAVE today but will buy a 


o> wed 
e. 
— 



















coun aS SCRAPER. A bad VISE is not 
soil | Him P good, don’t let one get a HAMMER 
CONT LET ONEGET A C LOCK on you. If you are SET 
Ip You ARE Qa UKE & WE WONT like a CLAMP, we won’t GRAB 


you for an OPENER with a left 

y* ss HOOK. Merely say you SAW this 
Merely SAY YOU a. . ys ad if you think it’s a PULLER.” 

if You THINK A ee The sign not only attracts atten- 

tion but has answered a lot of ques- 

tions for customers who want to 

TOOL SIGN attracts attention, stimulates interest and sales of hand tools. know the name of a particular tool. 

“Many people don’t recognize a 

saw set or a wheel shave and get 

H ' a kick out of telling their friends 

Tool Sign Helps Triple Sales the names of the various tools in- 


cluded on the board,” says L. K. 
TOOLS themselves are utilized window at night, is frequently used Ward, head of the firm. “The sign 


FOR AN {- TH A LEFT 









by Ward’s, building materials firm for home shows, fairs and similar and the questions it raises convince _ 
in St. Andrew, Fla. to promote the large gatherings of prospective cus- most people that our tool depart- 
sale of tools in the firm’s large tomers. The exhibit is mounted on ment is very complete. Since the 
hand-tool department. a 415x4% frame of heavy pine, sign was built four years ago, our 

















A portable display, placed in the enameled white and mounted in a sale of tools has tripled.” 
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VERSATILE TRUCK operated by the Ehrlich-Harrison NOTE THE OPENING either side of the body forward 
Co., Seattle, Wash., for the delivery of its hardwood lum- to permit carrying unusual lengths of lumber and ply: 
ber and plywood specialties. Utilizing a roller-type body wood. When this picture was taken steel flaps, which are 


and angular tail piece, there is small chance of breakage easily adjustable, were covering half the openings. 
when these loads are rolled off. 





Versatile Delivery Truck Has Special Features 











AN unusually versatile delivery truck has more of the forward part of the body to permit unusual 
than proven its worth for the Ehrlich-Harrison Co., lengths being carried forward of the body proper. 
Seattle, specialists in hardwood lumber and wholesale These openings can be closed with hinged steel flaps 
and retail plywood. when desired. 

The specially-designed body has unusual length for The truck can be used with or without a frame. ID 
carrying loads of more-than-average length. The an- the winter a canvas-covered framework protects loads 
gular steel plate at the rear of the bed, plus the roller- of hardwood, flooring and veneer, items in which the 
type body, permits loads to be dropped easily with a firm specializes. By rolling up the canvas sides, the 
minimum chance of breakage. truck can be loaded from the side even in the winter. 

One unique feature is the openings on either side The truck has more than proved its usefulness. 
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New Packaged Window 
and Door Trim... 


made of clear, soft-textured 
Ponderosa Pine 


Trim-Kit reduces costs — lower overall cost, lower 
handling costs. 


Trim-Kit eliminates waste — no cutting waste, no 
loss of material. 


Firpine also manufactures Ponderosa Trim-Kit saves distribution time — horizontal mem- 
Pine lumber and wholesales all species bers in one package, vertical members in 








of Western woods — lumber, millwork, another package. 

— cut stock and specialty Trim-Kit is always bright clean stock. 

Consult us on your needs in Western Trim-Kit is architecturally designed — adaptable to 
Woods as well as Trim-Kit. all types of architecture. 

a * OUR MOTTO: “If it's made of wood, We sell it.” 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 






R. A. Holmes 
Cc. F. Mimnaugh 


















and for YEARS TO COME 


For prompt, dependable service on Southern Pine 
and Hardwood products, including Oak Flooring, 
put your needs up to Southern Pine Lumber Com- 
pany. For 68 years this organization has been 
delivering satisfaction to buyers everywhere. Two 
modern band mills. Precision planing mill equip- 
ment and scientifically operated dry kilns. 


Send us your inquiries and orders for 
Southern Pine, Southern Hardwoods, Oak Flooring 











‘SOUTHERN ae LUMBER co. 


Mills: DIBOLL and PINELAND, TEXAS © General Sales Office: TEXARKANA, TEX. 
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Courscstently 
LOW 
PRICES 


Warehouse or Carload 
Shipments 


Dependable shipments of high 
quality birch plywood—birch ve- 
neer—birch lumber—birch doors. 


BIRCH PLYWOOD 


STOCK PANELS 


Grades A-A, A-1, A-2, A-3, 1-1, 1-2, 
1-3, 2-2, 2-3, 3-3. All thicknesses: 
1/3" to 34”. Complete stock sizes 
or your sizes upon request. 


CUT TO SIZE 


Excellent sources for cut to size 
panels. 


BIRCH DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, in 
1/3" and 3/16” thicknesses. All 
panels are 3-ply construction. 


Phenolic, Urea, Melomine and 10 
Cycle Glue. All hot press glues, 
on door panels and stock panels. 
All birch plywood meets standard 
CS 35-47 Bureau of Standards 
specifications. 


BIRCH VENEER 


Rotary and Sliced Cut. Standard 
Thicknesses. Faces, Backs, Cross 
Banding & No. 1 Sheet Stock. 


Specify your Requirements. 


DEPENDABLE 
DELIVERIES 


W. R. BRAUND 


Suite 214, Dept. CD 
Wabeek Building 


BIRMINGHAM, MICH. 
Telephone 5022—TWX Birmingham 500 
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The Story speaks for itself: 


(News item reprint from Journal Star June 11, 1950) 
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AGGRESSIVE ADVERTISING copy cites impartial source to warn public against 
applicators. 


Dealers Fight Applicators 


Roofing and siding applica- 
tors with their high-pressure 
sales methods and_ second- 
grade materials and workman- 
ship have long been a thorn in 
the side of the building nate ‘S How To Lose 
rials dealer. Their shady meth- ° 
ods of operation not only cheat Your Shirt- 
the individual home owner but 
often result in adverse adver- Fee 
tising for the retail lumber for wood, brick, stone, siding t prices double the 
dealer —who is often blamed ee 
for a poor job, even if he doesn’t ; 
do it. 7 Visit 

Several dealers have written Heres « “es 
to American Lumberman about YE HELPING HAN Fur 
this problem. The newspaper . sim '= HOME PLANNERS =Department 
ads, reproduced here, show how , Gur Home Fist Department oper 
two dealers in Illinois and In- Dawa 
diana have counteracted the ap- . FREE 
plicator’s work in their com- No Obligation 
m unity : : Budget Your Home 

In Peoria, Ill., the Ruesch 
Sash & Door Co. reprinted a 
warning against applicators 
which had appeared in the Pe- 
oria Journal. The Main Lum- 
ber & Plywood Co., Elkhart, 
Ind., emphasizes the impor- 
tance of quality materials over 
substitutes. 

These dealers refused to take THIS AD contrasts the advantages ol 


a licking from applicators lying local labor and service over unknow? 
down. Are you? mechanics and substitute materials. 


Buy Substitutes 
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GROUP concludes work on Wood Window sales aid campaign. 


Wood Window Men Design Ad Kit 


Cooperating Ponderosa Pine woodwork 
agencies announce new advertising aids to promote 
sale of wood windows. 


In the photo above, reading Promotion Program; Fred A. 
left to right, are D. G. Pilkin- Hoerner, Rockwell Manufactur- 
| ton, Western field representa- ing Company, Randolph, Wisc. ; 
tive of the Joint Wood Window J. M. McDonald, of the Buchen 


Company, Chicago advertising 
agency; C. A. Schneider, Rob- 
erts Sash and Door Company, 
Chicago; E. W. Ruddick, Pon- 
derosa Pine Woodwork, Chi- 
cago; and J. A. Melnick, J. A. 
Melnick Company, Brooklyn, 
N.Y. 

These men form the board of 
strategy which has completed 
the job of making a hard hit- 
ting, brand new kit of dealer 
merchandising and selling tools 
available to dealers on a na- 
tional basis. 

The kit contains everything 
from newspaper mats to tran- 
scribed radio and_ television 
commercials. Included are bill- 
boards, mailing pieces, product 
literature, and suggested news- 
paper copy. 

Designed by E. W. Ruddick, 
of Ponderosa Pine Woodwork 
Association, and produced under 
the supervision of Jock McDon- 
ald, executive vice-president, 
Buchen Company, Chicago, the 
entire program takes a fresh, 
modern approach to the business 
of selling wood windows. 

The program is being brought 
out by Ponderosa Pine Wood- 

(Continued on page 139) 
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1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 ® Teletype SF 531 
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If you want prompt shipment and good lum- 
ber of uniform grade and accurate manufac- 
ture, we want your business. Here at Tarter, 
Webster & Johnson, you are served by eight 
modern sawmills and our complete wholesal- 
ing facilities. 


Ponderosa Pine, Sugar Pine, White Fir, Douglas 
Fir, Incense Cedar; also Pine doors, Pine and Fir 
mouldings, Pine plywood, cut stock. 


TARTER,. WEBSTER & JOHNSON. INC. 


P. O. Box 1731 
STOCKTON, CALIF. | 
Stockton 4-8361 e Teletype SK 2 
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Big Biz As Is With M.O.H. 


A few days ago we were visiting 
with one of the department managers 
of a well-known mail order house 
who was telling us enthusiastically 
about a compact 4-cu. ft. home 
freezer that was selling like hot cakes 
for $149.95. 


“How many did you buy?” we 
asked. 

“18,000,” was his somewhat non- 
chalant reply. 

“For the entire U.S.?” was our 


next question. 
“No,” he answered. “For this par- 
ticular area only.” 


Distribution is Mr. Big in 
the industrial world. 


When Cigar Stores Sold 
Only Cigars 


Whether you like it or not the all- 
out trend in the retail world is for 
stores to take on more and more un- 
accustomed lines. 

Everything ordinarily sold by lum- 
ber dealers, except lumber, can now 
be purchased readily through other 
retail establishments . . . notably de- 
partment stores, mail order houses 
and the big chains. 

Once the merchandising establish- 
ment is set up to do an efficient dis- 
tribution job, it merely becomes nec- 
essary for the owners to pick and 
choose the items they wish to sell. 
They pay no attention to trade lines. 

Once upon a time these various 
lines were divided sharply and each 
store stuck pretty closely to its own 
knitting. The hardware store sold 
hardware, the druggist handled drugs, 
the dry goods store sold soft goods 
and so on. 

But it’s now as different as night is 
from day. 

It’s a far, far cry from the time 
when there were cigar stores that 
actually sold nothing but cigars! 


We have little to do or say 
about the shifting of the mer- 
chandising sands. 


What Caused What? 


The breakdown of established lines, 
as applied to retail stores, was brought 
about by a number of powerful forces 
which touch upon such fundamental 
factors as, 1) ease of transporta- 
tion—mile-a-minute automobiles and 
smooth wide highways, 2) daily 
papers at your doorstep when you get 
up in the morning even though you 
may live several hundred miles from 
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where they are published, 3) radios 
that wham out the merchandising 
story to families at the breakfast 
table or to farmers in the barn, 4) 
TV demonstrations of merchandise 
plus the convenience of merely having 
to “call this number” and place your 
order. It’s all very breath-taking! 


Failure to recognize the sig- 
nificance of these merchandis- 
ing changes is dangerous. 


The Really Big Factors 


In casting an eye upon “What 
causes what” as it pertains to the 
shifting scene in the merchandising 
world, we promptly come face to 
face with the overwhelming influence 
of the mail order houses and the big 
chains. It simply isn’t possible to 
over-estimate how greatly these 
powerful merchandising organizations 
have changed the whole distribution 
scene. 

Once upon a time the stores on 
Main Street each carried its own 
line. Today every customer of every 
retail store in the U. S. can pick up 
a mammoth catalog containing ALL 
lines between its two covers. Not 
only that. Usually, it is now pos- 
sible for the buyer to study the com- 
plete array of items, sizes, colors, 
prices in each line. In other words, 
you look on the pages and find on 
them a complete variety in each line. 
It’s this wide variety that counts 
even more than price . .. and con- 
sequently becomes one of the major 
headaches of local retailers. For them 
variety means heavier inventories, re- 
duced turnover, higher overhead. 
Definitely they are limited by capital 
requirements, warehouse facilities, 
display, trained sales personnel. 


Cutting the cloth to fit the 
pattern is a merchandising 
must. 


"Person-To-Person" Still Counts 


Regardless of the growth of the 
mail order houses and the big chains 
we still do the major part of our 
Saturday forenoon buying from a 
neighborhood hardware -dealer who 
violates every known merchandising 
principle. He has a store that would 
put “Old Curiosity Shop” to shame. 
It is piled so full of a conglomerate 
mess of merchandise that we often 
wonder how he ever finds anything. 
Since he doesn’t employ any help he 
doesn’t have time to sweep out any 
more than the single aisle that leads 
from the front door to the back work- 
room where he can fix anything that 
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you can carry into his establishment, 
He prefers to have you leave it but 
if you are given to buying things 
from him that run into a bit of 
money, instead of ordering them from 
down town stores, he will make your 
repairs while you wait or at the 
agreed time. If you merely ask him 
to do the odd jobs that you can’t get 
done anywhere else (and don’t buy 
anything from the front part of the 
store) you are in for a long wait for 
your repairs. 












Retailing is always a two- 
way street whether goods are 
searce or plentiful. 







"At Leading Stores" 


The other day we came across the 
advertisement of a sizeable kitchen 
gadget that cost something like $4. 
We were told it was “available at all 
leading department stores.” We 
showed the ad to our friend in the 
“fix-it hardware store” and received 
the information that it was a whale 
of a good product. From somewhere 
in the dim recesses of the topsy- 
turvy stock he produced the _ item 
casually and we made the purchase. 
It is this PERSONAL TOUCH that 
changes retail sales into a pleasant 
transaction. Nothing can take its 
place in the merchandising world— 
otherwise it wouldn’t be long until 
the big, impersonal organizations 
would be doing all the business. 






















Impersonality of big  busi- 
ness is a major problem. 









Twilight Zone 


The thing that kills off many a 
retail establishment is the fact that 
it doesn’t operate on a formula that 
enables it to be impersonal or that 
it hasn’t an organization that knows 
the great value of the personal touch. 
You have to be one or the other. 
There is no twilight zone. 

















It’s more interesting to do 
business on a personal basis. 
People like to buy from people. 









Big Asset 


The local dealer will never be able 
to provide the wide variety of mer- 
chandise offered by the mail order 
houses and the big chains but he can 
put into the transaction the personal 
touch that they never will be able 
to offer. This powerful factor counts 
most and costs nothing. It should be 
used to the utmost. 
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Supet-Sypeed 
PERMA GLAZE 










The 
EASIEST WORKING 
compound on the 
market. Runs fast, 
sets fast, with no re- 

glazing worries. 


PERMA GLAZE also gives you... 





Uniformity in every barrel, on every job. 


Workabllity never settles out, is ready for 
> use instantly. 


Wigh Zuality insured by the finest materials 
ae. and strict production control. 


Permanence ... on the job PERMA GLAZE 
EEE remains elastic, never crumbles. 


PERMA GLAZED SASH CAN BE SHIPPED IMMEDI- 
ATELY WITH NO REGLAZING WORRY. 
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612 S.MAIN ST. ST.LOUIS 2, MO. 
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* Speed up deliveries 
* Check credit 


+ Spend more time selling 
—with the NEW 
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Progressive lumber and building material 
dealers everywhere are installing Executone YARDS 
Intercom Systems to get more work done 
faster. M 
With the flick of a finger you give orders : 
to men in the Yard, get their reply, check STORE { 
credit or deliveries . . . and no one need ; 
leave their work! Your entire organization 

. indoors and out... is in reach of 
your voice! Inside phone calls . . . ex- 
pensive "call-backs" are eliminated. Time TRACKSIDE} 
lost locating roving employees is saved. 
Trips from office to yard held to a Ny 
minimum! 
Low cost EXECUTONE quickly pays for | 
itself. Up to 100-station systems coat. CASHIER 








UNCONDITIONALLY GUARANTEED. Over 90,000 guaranteed 
installations are your assurance of trouble-free performance 
and dependability. EXECUTONE Systems are individually 
engineered to your requirements. Installed and serviced by 
factory-trained specialists in principal cities. 


Lyeci/one 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 





EXECUTONE, INC., Dept. K-12 
415 Lexington Ave., New York 17, N. Y. 
| am interested in data on EXECUTONE. 
[] Please send literature. 
[] Have representative call. No obligation. 





Name____ 
Firm tea dea Pa See 


Address City 


















































Employes — read this one! 


Maybe you're doing a swell job but the boss doesn’t 
see it that way. Or maybe you’re not coming up to 
scratch but don’t know it. This article is written to 
help you do the one thing that will increase your pay 
check—be of more value to your company! 


. . . your number one job 


Whether you’re good or just coasting, get out a 
pencil and paper now and make a list of the things 
you really are contributing to your company... with 
brief examples that demonstrate these contributions. 

How are you saving time in your department? For 
instance when you hit on a good time-saving trick of 
your own, do you pass it on to other people or do you 
just hoard it and use it for the glory of Joe Doakes? 
Are you saving your company money? Or are you the 
secretary who is wasteful with supplies, the truck 
driver who is careless about maintenance, the execu- 
tive who often has to have work done over because of 
inadequate or incorrect instructions? 

Also how about your relations with people above 
you and below you? Are they A-1, or do you find other 
people unreasonable to deal with? And last—are you 
good at expressing yourself, or kind of mousey and 
vague, even though you may do your given work well? 

Next, ask yourself where you can save more time 
and money. Jot these things down and also the 
directions in which you can improve your manner of 
expressing yourself and your human relations within 
the company. Remember, nobody is going to ask for 
that promotion except you. And few people are going 
to tell you what is holding you back.. The man worth 
a raise or promotion, has enough initiative and inter- 
est in his job to keep his own box score. 


. . . double advantage 


It is to your company’s advantage as well as to 
yours to promote the people from within because they 
already know the company’s setup. Therefore, the 
employe who hides his light under a bushel is doing 
his company a disfavor as well as himself. Many em- 
ployes would advance and increase their salaries if 
they would only take the trouble to get a clear picture 
in their own minds of what they really have to offer 

.. and then offer it! 


. . . standout performance 


Do you merely come in and do your work each day, 
or do you show a keen interest in your job and the 
problems of your yard as a whole? One of the best 
ways to demonstrate your interest in your company 
is to ask intelligent questions. For example, do you 
ever inquire into the success of a major company 





By Norm Advertising, Inc., New York, N. Y. 
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project after the job is completed? Call attention 
to unnecessary duplication of effort and ask if there 
isn’t some way this waste in time and money can’t 
be cut down? The more interest you express, the more 
you learn—and the more you will have to offer. 

















a A 
... one-way Joe 








One of the biggest barriers to advancement is the 
capacity to see things only one way. The accountant 
who can never see beyond the narrow confines of his 
own job—the new employe who always whines, “We 
never did it that way at the Whizzbang Lumber 
Company!’’—the executive who always argues with 
other department heads instead of honestly trying to 
understand their problems . . . these are the types 
of limited value to their companies, who can never 
be trusted beyond the small limits of their present 
jobs. Are you one of them? 

“One-way vision” is deadly in business. You can 
overcome it first by recognizing it and admitting it, 
if this is one of your faults. And second, by starting 
today in every contact you have... at home, in the 
office, on the street ... to put yourself in the other 
man’s shoes and try to visualize and understand what 
is of greatest self-interest to him. 

Another way to overcome limited vision is to spend 
part of every week reading all kinds of trade journal 
articles on the widely different problems involved in 
running a lumber yard. The more you understand 
about management’s problems, and the broader your 
knowledge, the greater your chances of promotion. 





















































...@ "quitter" or a ''fighter'’ 





One of the most dominant characteristics of suc- 
cessful executives is the willingness to subordinate 
personal concerns and stick with a job in a crisis... 
then settle personal differences. Many times hard- 
working personnel kill their chances of advancement 
—not because of the quality of their work—but be- 
cause they put their ears back and blow their tops in 
the middle of an admittedly difficult job. 

Let’s make one point very clear. You may be jus- 
tified in blowing your top. But there’s a time to bring 
up personal differences and a time to subordinate 
them. If you like your company, really value your 
job and your record, don’t jeopardize your chances 
of promotion by getting temperamental and being a 
“quitter”? when everyone else is strained to the break- 
ing point, and sticking with the job. It may never 
be mentioned. But it won’t be forgotten. 















... surest way to advance 












Is it ; 

One of the shortest routes to success in any com- eee 

pany or any job is a better vocabulary and a clearer Pec: 

way of expressing yourself. Many fine people miss — by a 
out on promotions because they’ve never learned to g 

talk and write in a way that commands interest and wee 











respect. 

You can never be in a position to give orders for 
long unless you can express yourself clearly. Don't 
let pride stand in your way. Take some courses this 
winter that will help you to be of more value to your 
company and yourself! 
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at the Unconditional Guarantee 
of Satisfaction 


a product warranty backed by more 
than four million installations and the 
world’s largest exclusive producer 
of cell-type flush doors. 








ate 
yur 
ces 


ver 






be 


Is it any wonder that Paine Rezo is the door most 





specified, most demanded and most insisted upon 





by architects and contractors everywhere. See 





Sweet's File or write directly for data bulletin. 









for 
BUT AIVE LUMBER CO. btp cc 
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Lowering Costs 
Woods with Frick Sawmills 
and Equipment 


To meet the new competition you need the new- 
est and most modern machinery—in the lumber 
business this means new sawmills. 

Frick Sawmills 
cut the most accu- 
rate lumber and do 
it most rapidly, be- 
cause they are pre- 
cision machines. 
Timken and Hyatt 
roller bearings, ad- 
justable carriage 
trucks without end 
play, set works ac- 
curate to 1/32", 
cut steel adjust- 
able rack bars 
and similar fea- 
tures make Frick 
mills preferred by 
experienced men. 


Write today 
for your copy of 
Catalog 75 giv- 
‘ing complete in- 
formation. 


Frick Company 
also builds air con- 
ditioning, refriger- 
ating and ice-mak- 
ing equipment. 





Frick Belt Feedworks, Standard on All 4-Sizes 
of Sawmills. Powerful, Positive, Rapid. 











Frick All-Steel Trimmers 20 Ft. Standard 
Size. Designed to Carry 18" to 20" Saws. 











Frick Gang Edgers, Sizes 27" and 32". Swing 
14" Saws. Improved Belt Drive. 





Frick Co. 











WHAT’S NEW 





Products .... Sales Aids... . Literature 


“Kitchen Planning on a Small Bud- 
get”, a 20-page booklet has been re- 
vised by Youngstown Kitchens to in- 
clude photos and reference to the 
new Youngstown Kitchens Jet-Tower 
dishwasher and other new equipment. 
Up-to-date “before and after” kitchen 
pictures are also included. Originally 
designed as a supplementary textbook 
in kitchen planning for home econo- 
mists and homemaking teachers, the 
booklet is also used extensively by 
retail dealers. Write Mullins Manu- 
facturing Corporation, Dept. AL, 
Warren, Ohio. 


How to Simplify Your Files and 
Filing Systems is the subject of a new 
40-page booklet released by Reming- 
ton Rand Ine. This booklet is based 
on the premise that many time sav- 
ing, work saving filing techniques are 
often unknown to the average file 
clerk. The booklet charts the life 
cycle of a file, beginning with the 
origin of a record then progressing 
through indexing, the file housing and 
protection, and charge-out, to the re- 
tention or transfer of the record, in- 
cluding the use of modern microfilm- 
ing equipment. Write Remington 
Rand Inc., Dept. AL, 315 Fourth Ave., 
New York 10, N. Y. Ask for LBV 
396. 


Masonite 4” Panelwood, while de- 
signed primarily for indoor use, has 
certain protected exterior uses which 
Masonite Corporation details in its 
technical bulletin No. A-222. These 
additional applications are soffits or 
planciers on the underside of eaves; 
porch, breezeway, and car port ceil- 
ings. In these applications, the Pan- 
elwood may be nailed over sheathing 
or fastened directly to wood framing 
members spaced not more than 16” 
on centers. Directions are given for 
conditioning the panels before appli- 
cation. Nailing instructions are in- 
cluded. Copies may be obtained by 
writing Sales Engineering Depart- 
ment—AL, Masonite Corporation, 
111 W. Washington St., Chicago 2, 
Ill. 


“The How’s and Why’s of Wood 
Gluing” is a brief manual of impor- 
tant principles that should be fol- 
lowed to insure good gluing in wood- 
work. Some of the titles are ‘Types 
of Glue for Wood, Moisture Content 
of Wood, Glue Mixing and Spreading, 
Pressure Application, Steam, Electric 
Heat Applications. For copies write 
The Union Tool Corp., Dept. AL, 
Warsaw, Ind. 


The New Fenestra Steel Utility 
Window, a two-color bulletin, de- 
scribes an entirely redesigned, 
weathertight steel utility window with 
open-in sash at top, now offered com- 
pletely packaged. The window is de- 
scribed as excellent for use along 
drives, alleys or street fronts, where 
open-in sash will not protrude over 
lot lines; for rest rooms; for draftless 
dairy barns, commercial buildings, 
areaways, exposed basement walls 
and garages. Designed to fit open- 
ings in concrete block walls and any 


112 


other construction, the window comes 
in one size only, 2’ 9%” wide by 
3’ 656” high overall, and is available 
three ways—(A) Packaged complete 
with window, screen and draft guards; 
(B) Packaged with window and 
screen; and (C) unglazed window, 
unpackaged. New literature lists 12 
outstanding advantages of this com- 
pletely new window and gives details 
of construction, installation, etc. For 
copies write Detroit Steel Products 
Co., Dept. AL-7, 2269 E. Grand Blvd., 
Detroit 11, Mich. 


The Forest Products Research So- 
ciety announces the release of the 
third volume of its Proceedings. This 
607-page, cloth-bound book contains 
the 53 technical papers and discus- 
sions presented at the Third Na- 
tional Meeting of the Society, which 
was held on May 2-4, 1949, at the 
Pantlind Hotel, Grand Rapids, Mich. 
Like its predecessors, this volume is 
a valuable reference work covering 
the entire industrial wood utilization 
field. Contents include the following 
general subjects: Raw material and 
its preparation; furniture and ply- 
wood; chemical utilization of wood 
and wood preservation; structural 
uses of wood; adhesives and gluing 
problems; industrial research and 
development; seasoning and related 
problems; and miscellaneous. other 
subjects. Orders can be placed with 
the office of the Secretary-Treasurer. 
Write Forest Products Research So- 
ciety, Dept. AL, Box 2010, University 
Station, Madison 5, Wis. 


How garbage disposers can be ‘used 
with septic tanks is described in a 
new booklet. The 8-page publication 
first explains how a standard private 
sewage system can be used for han- 
dling both household sewage and 
fresh food wastes from the disposer. 
Then it takes up the functions of a 
septic tank and soil absorption sys- 
tem, covers design requirements for 
new or existing septic tanks which 
are to serve a disposer, and gives 
recommendations on capacity, loca- 
tion and other important factors. It 
also supplies data on soil absorption 
systems, giving information on seep- 
age areas, trench absorption areas 
and proper location of the system. In 
addition, the booklet lists authorita- 
tive sources which can be referred to 
for further information. The booklet 
is titled, “The Use Of General Elec- 
tric Disposalls (R) on Private Septic 
Tank Systems.” Write General Elec- 
tric Co., Dept. AL, Bridgeport 2, 
Conn. 


Roxdale Products including Rox- 
board, Roxdale’s tileboard line in all 
three patterns, tile, streamline and 
smooth surface are featured in an 
8-page consumer catalog. Retail 
prices are given for all Roxdale Prod- 
ucts as well as the approximate over- 
all prices for complete room installa- 
tions of various sizes. The catalog 
measuring 6” x 9”, is in full color 
throughout. Write Roxdale Building 
Products Corp., Dept. AL, 2916 White 
Plains Road, New York 67, N. Y. 


Glass Enamel on Copper 


By special request, Edward Win- 
ter, noted designer and muralist, 
provided this photograph for Amer- 
ican Lumberman’s Christmas buy- 
ing issue. Widely recognized as the 
producer of large porcelain enamel] 
murals for commercial adaptation, 
Mr. Winter is equally famous for 
his small decorative enamels priced 
within reach of the average family, 
Each piece is made by hand and 
earries Mr. Winter’s signature. 
Porcelain enamel fired on copper 
bases at high temperature, is fused 
to form a beautiful glass. Designs 
are applied under the glaze, Ciga- 
rette boxes, ash trays, candy dishes, 
and many other decorative accesso- 
ries are available in colors that 
range from bright red or char- 
treuse to deep greens, blues, gold 
or maroon. For complete informa- 
tion write the Edward Winter 
Studio, Dept. AL, 11020 Magnolia 
Drive, Cleveland, Ohio. 

















The Heller System Catalog 


The complete line of improved, 
Heller designed, store display fix- 
tures— including multi-level ter- 
raced fixtures and islands, corner 
cabinets, feature end units, coun- 
ters, bin counters, cabinets, show- 
cases, glass racks, etc.—are all fea- 
tured in the new W. C. Heller & 
Co, catalog now available. This 
catalog, according to the manufat- 
turer, contains the most complete 
line of store fixtures ever offered 
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a ATTRACTIVELY DISPLAYED 
ised New white tile cement for filling cracks 
gns around sinks, bathtubs and basins. For 
iga- cracks in wood and plaster. Ideal for 
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$80- water resistant, An all-purpose adhesive 
hat filler and cement. Order trial carton 
all today from your jobber. 

old 








ma- D-P PUTTIES ... a complete line for 


nter wood or metal sash and special purposes. Ask for 
olia “D-P Putty Selector” and general catalog. 





best seller for adverse conditions or where longer 
lasting qualities are wanted. 
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D-P CAULKING COMPOUND 
CARTRIDGES AND GUNS... 







popular caulking 

compounds in 

cans, fibre or 
metal cartridges and a 
choice of guns for home 
owner and contractors. 

*eseeeeneeeeeee ee @ 

| Manufacturers of MILL-GLAZE for 

| Sash and Door Manufacturers .. . 

| facilitates fast shipping and with- 

| Stands yard handling better. 
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rner Send your order today! 
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w~a| The DICKS-PONTIUS Co. 


a Makers of quality putty products since 1867 
ylete DAYTON, OHIO e Alexandria, Va. e Atlanta, Ga. 
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Expand Your 
Sales Opportunities With, 


PHENIX ‘e700 


Wedgelock Overhead Type 
Garage Door 


There’s a good profit in the Phenix No. 700 Wedgelock — 
and many ways for you to earn it... for here is an overhead- 
type garage door that is packed with engineering advantages 
that people want. When you can offer so many practical 
convenience features without a premium in price, you're com- 
petitively primed for volume sales. And that’s what Phenix 
dealers everywhere are doing. Phenix [& 
production capacity has been in- 
creased to help enlarge your sales 
opportunities. Write. 


The picture below 
illustrates the low 
overhead feature. 
The door is thrown , 
back at the abso- 
lute start of the up- 
swing. Less than 4 
inches of head- 
room is required— 
far less than most 
other doors. 


You see above the 
Wedgelock feature 
with the offset track 
that brings the door 
down tight against 
the jamb — weather- 
proof against the ele- 
ments. 


Above is the patented 
Phenix lock that needs 
a key only for open- 
ing. A push button 
locks it securely when 
the door is closed. 








PHENIX MANUFACTURING CO. Inc. 


4129 North Port Washington Rd © Milwaukee 12, Wis. 
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Keeo Pace with 
YOUR CUSTOMERS 







Having what your customers wan 


> the easy way to bigger sales and 
profits. Wal-lite Tile Board sells 

» faster when you keep a good supply 

| on hand for immediate delivery. . 


| Select from 9 beautiful colors and 4 
| popular patterns. 


| If you don’t sell Wal-lite, right now 
$ time to start by laying in a stock 
nd establishing yourself as a Wal-lite 


Manufacturing Company 
»,10th & Fayette, N. Kansas City, Mo. 
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by one firm. The multi-level tool 
cabinet illustrated, is just one type 
of fixture shown. This catalog 
is profusely illustrated with com- 
plete specifications for each fixture. 
Of special interest is the manufac- 
turer’s store planning and estimat- 
ing service. For a copy of the new 
Heller catalog No. 50A, and com- 
plete information, write W. C. 
ae & Co., Dept. AL, Montpelier, 
io. 


Sound-Proof Booth 


A new Sound-Proof Booth, Model 
M-15, is a desirable accessory in 
any installation where Executone 
Master or Staff stations are located 
in high noise level areas. By plac- 
ing the intercom station in the 
sound booth, a high percentage of 
the background shop noises are ef- 
fectively absorbed, and not trans- 
mitted in the form of a disturbing 
blast to the station in the quiet 
area. Thus, two-way conversation 
between a quiet location and a noisy 
location can be carried on clearly 
and intelligibly. This unit can also 
be used effectively in conjunction 
with dictating machines, sound sys- 
tem microphones and other makes 
of intercom systems. Write Execu- 
tone, Inc., Dept. K-12, 415 Lexing- 
ton Ave., New York 17, N. Y. 


Complete Story of Aluminum 


Did you know that our 4th-of- 
July fireworks employ aluminum 
for added brilliance and increased 
“bang”? Or that “floating” soap, 
sponge rubber, and aerated con- 
crete owe their lightness to alumi- 
num? Today, aluminum makes it 
possible to map jungles by radar; 
permits fire fighters to walk around 
in burning gasoline; heats food 
with water instead of fire when 
holes are punched in the bottom 
section of two-compartment food 
cans. These and many other amaz- 
ing uses for aluminum are de- 
scribed in simple nontechnical 
language in the new book, “The 
A-B-C’s of Aluminum”, just pub- 
lished by Reynolds Metals Com- 
pany. The text of the A-B-C’s is 
divided into three principal sec- 
tions. “A” is for Alloys, the big 
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family of metals called “alumi. 
num”... their production and fab. 
rication; “B’” is devoted to Bene. 
fits, the many natural advantages 
of aluminum and how they serve 
us; “C” covers Consumption, the 
many new and amazing uses for 
aluminum today and its fascinating 
potentials for tomorrow. A special 
feature is the series of 69 pictures 
and charts. “The A-B-C’s of Aluni- 
num” was written and produced by 
G. W. Birdsall. It is sent without 
charge to anyone in the metal. 
working industry requesting it on 
company letterhead. Address all 
requests to Reynolds Metals Com- 
pany, Dept. AL, 2002 South Ninth 
St., Louisville 1, Ky. A 32-page 
condensed edition with the com- 
plete text but without all of the 
illustrations is also available to 
schools, engineering societies, study 
groups, and others desiring quan- 
tities for distribution. 






New 9-ft. Wide Garage Door 


A new 9-foot-wide all-steel gar- 
age door, like the rest of the 
Strand line, will be distributed 
through lumber dealers, and ship- 
ments will begin November 1, 1950. 
The wider steel door combines 
beauty with strength and durabil- 
ity, according to the manufactur- 
ers. The exterior features attrac- 
tive horizontal lines to give a low 
look. A rugged, new, X-type steel 
bracing has been used to add 
strength and rigidity to the one 
piece all-steel door leaf. This brac- 
ing not only withstands shipping 
and handling from factory to com- 
pleted job; it is reported to assure 
the owner lifetime durability and 
low upkeep. Being constructed with 
a one-piece door leaf, the new 
Strand door is quickly installed 
and comes complete with packaged 
hardware that is factory assembled. 
Like all Strand doors, the new 9- 
foot-wide door is made of galvan- 
nealed steel to protect against rust, 
even when the doors are exposed to 
weather for weeks without paint- 
ing. The galvannealing consists of 
a heavy galvanized zinc coat which 
is oxidized to provide an excellent 
base for paint, with no priming 
coat needed. Write Strand Garage 
Door Division, Detroit Steel Prod- 
ucts Company, Dept. AL-10, 2244 
E. Grand Blvd., Detroit 11, Mich. 
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Fawsco Accessory Products 


A colorful new catalog of Fawsco 
metal home accessory products is 
announced by the Fawsco Division, 
Falls Stamping and Welding Com- 
pany. Illustrations, descriptions, 
and specifications of the complete 
line of aluminum shutters, win- 
dow awnings and visors, door can- 
opies, flower boxes, ornamental iron 


| railings and columns, and other 


home accessories are included. The 
eight-page booklet also includes an 
outline of the Fawsco merchandis- 
ing plan for retail dealers, consist- 
ing of eye-catching floor displays, 
handout and mailing literature, 
newspaper mat service, and a policy 
of prompt shipment of orders. 
Dealers interested in handling this 
line of merchandise are invited to 
write for a copy of the booklet to 
Fawsco Division, Falls Stamping 
and Welding Company, Dept. AL, 
9 Front St., Cuyahoga Falls, 
hio. 








Fork Truck on Pneumatic Tires 


The world’s largest fork lift 
truck on pneumatic tires has been 
introduced by the Ross Carrier 
Company. Designated Ross Series 
24, ‘his giant fork truck handles 
loads weighing 26,000 pounds and 


| 12” in width. Series 24 meets the 
| Reed of tie yards, sawmills, metal- 
Worxing plants and other indus- 


tries for a fork truck capable of 
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Contractors Buy On Sight 


Exclusive Milwaukee HOLE-SHOOTER combines 
Straight and Right-Angle drilling . . . full Ys H. P. 
. +3 speeds ... Unit-built for safe, easy use. 

















No other Right-Angle 
drill made gives your 
customers correct 
speeds for many ap- 
plications ... wonder- 
tool for close quarters. 


































Nationally Advertised 


, ee demand among contractors for 
this exclusive 3-speed Milwaukee 
power-tool is growing by leaps and bounds. 
It represents today’s outstanding sales-and- 
profits opportunity in portable power tools. 
No other tool can match the time-and- 
money-saving performance of the S-412 
HOLE-SHOOTER in close quarters, or 
provide its 3-speed versatility — suitable 
speeds and power for drilling in wood, 
metal, masonry, concrete, and tile. All con- 
tractors are your prospects — building, 
plumbing, heating, electrical, air-condition- 
ing, insulating, as wellas plant maintenance. 
Write us TODAY 
Get complete details, FREE sales helps... 
and instructions on the many uses of this 
wonder-tool. 


MILWAUKEE ELECTRIC TOOL CORP. 
5364 W. State Street, Milwaukee 8, Wisconsin 


7 


TRI-SPEED 412 KIT 
for Contractors contains... 


S-412 Y%2” HOLE-SHOOTER, ball 
and roller bearing equipped... 
Jacob’s geared Chuck.. 450 R.P.M. 
2 *Two-speed ‘Right-Angle- 
Drive” . . . low speed, 
300 R. P. M.... high 
speed, 675 R. P.M. 
3 special bits — 34”, 
1¥%", 2%,". 
Special wrench for ‘Right 
Angle Drive’ and chuck. 


‘37% 


Adjustable ‘“‘Long Arm" Accessory... 
$24.50 EXTRA *Pat, Pending 


QUALITY TOOLS 
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further reducing handling costs 
by handling materials in big unit 
loads. Big 14.00-20 pneumatic tires 
plus plenty of weight on the driv- 
ing wheels enable the Ross Series 
24 to operate efficiently in yards 
having a minimum of prepared 
surfacing. The Series 24 is pow- 
ered by a heavy duty 126 HP gaso- 
line engine and features a heavy 
duty spiral bevel differential drive 
axle with chain drive to a station- 
ary ‘oad axle. Hoisting, tilting and 
steering are hydraulic. Write the 
Ross Carrier Company, Dept. AL, 
235 Miller St., Benton Harbor, 
Mich. 


Calendars Planned for 
Lumbermen's Advertising 


The Gerlach-Barklow Company 
has prepared a scientifically de- 
signed consultation service whereby 
lumber and building supply dealers 
will have at their disposal the lat- 
est technical information on calen- 
dars and their planned, scientific 
use for maximum impact on the 
customer and prospect. Studies 
have been made which show con- 
clusively that a calendar can be 
far more than a picture, a date pad 
and a bit of reminder copy. The 
company is now ready to show ex- 





BUILD PROFITABLE 





VENTILATING 
ROOF WINDOWS 
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COMFORT STALLS 





WALK GATES 


ELECTRIC 
BARN CLEANERS 


























@ ONE DEPENDABLE 
SOURCE OF GUARANTEED 
MERCHANDISE 


@ ONE UNIFORM HIGH 
STANDARD OF QUALITY 


@ OVER 50 YEARS' 
EXPERIENCE 


@ SALES-STIMULATING 
NATIONAL ADVERTISING 


@ ON-THE-SPOT "SALES 
CLOSING" ASSISTANCE 


Ring up MORE SALES .. . EASIER 
SALES . .. REPEAT SALES—with CLAY 
equipment... a “natural profits’’ line 
for the lumberman. Each CLAY dealer 
has the key to the dollar-packed farm 
market in his territory with this divezsi- 
fied line of barn, hog and poultry 
house items. Your farmer-customers 
prefer the proved superiority of CLAY 
products. They know the CLAY name 
means sound engineering—exclusive 
features — outstanding performance. 
Get MORE than your share of the 
equipment to be sold for the many 
farm buildings to be built in your com- 
munity this year. Sell CLAY—it paysl 


















CATALOG G =; 
CLAY EQUIPMENT CORP. 


F | Sanockh Se 


CEDAP FALLS, IOWA 














October 7, 1950, AMERICAN LUMBERMAN © 





actly how this can be done by util. 
izing the tested psychological prip. 
ciple of “flow of attention” § 
whereby the illustration attracts, 
but automatically leads the eye tg 
the dealer’s name and his selling 
message. Write The Gerlach-Bark. 
low Company, Dept AL, Joliet, Il], 





























































Replacement Sash Balance 


A small tape-type spring sash 
balance, especially designed for use 
in replacement of broken sash cord 
in residential windows, is_ being 
manufactured and marketed by the 
Pullman Manufacturing Corp. The 
manufacturer says that installation 
is fast, easy and simple because— 
when a sash cord breaks the entire 
window need not be torn apart to 
get at the sash weight. Merely re- 
move old pulley and insert the 
spring balance in its place. Re 
move one sash _ stop, take out 
broken cord, attach end of tape in 
groove and replace sash. The clock 
spring and steel tape are precision 
made. Each Pullman sash balance 
is guaranteed for life. A similar 
spring sash balance, only larger in 
size, is also available for heavy 
commercial, school, and _ hospital 
windows. For complete informa- 
tion, write Pullman Manufacturing 
Corp., Dept. AL, Rochester 5, N. Y. 









Timers for Floor Machines 


Retailers operating machine 
rental departments are offered tim- 
ing devices which can be attached 
to floor machines and which keep 
an accurate clocking of the time-in- 
use of such equipment. These new 
Timers are optional equipment oD 
Hilco sanders, edgers and polishers, 
but may also be installed on any 
machines. There are two models, 
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MOISTURE PROBLEMS 
CAN BE LICKED! 


Use WATERLOX Products 
For Moisture Control! 


WATERLOX TRANSPARENT 


A product designed to provide an all-pur- 
pose durable finish. It is the ideal coating on 
natural wood where sealing against water and 


moisture Is necessary. 


Applied on log cabins and similar exteriors, 
it protects the exterior against the destruction 
of the elements — snow, ice, rain, heat and 


cold! 


Mix with paint and enamel for moisture 


control of the painted surface. 


WATERLOX CEMENT 
FLOOR STAIN 


A colorful coating that combines appear- 
ance with a seal that protects both cement 


and metal surfaces against moisture. 





GET COMPLETE DETAILS ON 
SEALING SURFACES AGAINST 
MOISTURE 





Write or Phone 


WATERLOX 


DIVISION OF 
The Empire Varnish Co. 
2636 E. 76th St. 





Cleveland 4, Ohio 
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REALLY NEW 


tae U.S. Pat. Off 





... Restores old walls — Bonds tight to 
new dry walls 


...A one-coat textured finish in itself 


.. Takes all regular plaster finishes 


It's new! It's different! It's tried and proven. 
NU-WALL bonds permanently to any firm sur- 
face. It eliminates time, trouble and expense 
of knocking down old plaster or removing wood 
trim. It's economical and practical. 


NU-WALL bonds permanently to cracked, 
chipped or painted walls, Spanish plaster, 
glazed tile, smoothest concrete, brick, fibre- 
board, wallboard and insulation board. 


Your customers will be enthusiastic about 


NU-WALL bonding plaster once they see it— 
use it, 


It's lightweight — easy to 
mix and apply! Simply 
trowel on coat of NU- 
WALL I/g in. thick. 














Get the complete, profit- 
ful NU-WALL story today. 









NU-WALL 


: a . moe 






WRITE 


PX 
eP 
Rr ee 
pe i ix Sie eae 
0 Sif <7 | poner 3° 


iif Co. 


923 N. 19th St. Dept. A-L 
Milwaukee 3, Wisconsin 


Wholesalers and Jobbers! Territories still available! 





one of which is installed externally 
on sanders, and the othérfor in- 
ternal attachment on smiafler ma- 
chines of the edger type. Either 
timer operates with instrumental 
accuracy and records the time of 
operation on a visible speedometer- 
type face. Timers have proved use- 
ful in making accurate, fair rental 
charges as well as eliminating dif- 
ferences with customers over actual 
time of machine usage. Inquiries 
concerning these devices should in- 
clude description of the machine to 
which they will be attached. Write 
Hilger Company, Dept. AL, St. 
Cloud, Minn. 
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ASK YOUR DEALER FOR REPLACEABLE BLADES 


New Display Boards 


Red Devil Tools has created three 
new display boards to be offered 
free to dealers for the cost of the 
tools displayed only. One features 
Wood Scrapers and two feature 
Painter’s Cutlery. These brightly 
colored boards are packed full of 
eye-appeal. All tools are securely 
attached to the boards and there 
are spaces provided for marking-in 
selling prices. Board No. 170 is 
for Red Devil Wood Scrapers: the 
No. 40 Cabinet Scraper, No. 50 
Wood Scraper, No. 8 Pistol Grip 
Scraper, and a free No. 014 Red 
Devil Glass Cutter. Board No. 175 
is for Red Devil Painter’s Cutlery. 
It contains No. P1-144S Putty 
Knife, No. P1-2S Putty Knife, No. 
P1-3S Wall Scraper, No. P1-4S 
Wall Scraper, No. P17-114 Chisel, 
and free, the No. 023 Red Devil 
Glass Cutter. Board No. 176 is 
similar to the No. 175 with the ex- 
ception that the Cutlery is made 
with Flexible Blades instead of 
stiff blades. Write Red Devil Tools, 
Dept. AL, Irvington 11, N. J. 
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New 12-Hank Carton 


A new 12 hank shipping and 
display carton suitable for counter 
yse with various brands of clothes 
line was announced by Puritan 
Cordage Mills, Inc. The new car- 
ton, which will be used for Puritan 
Maid Clothes Line, is so designed 
that it may also be used to display 
other Puritan products in the near 
future. The new carton rounds out 
Puritan’s long range plan of wrap- 
per and carton revision which also 
includes brightly decorated two- 
hank cellophane wrappers for each 
clothes line in current production. 
Write Puritan Cordage Mills, Inc., 
Dept. AL, Louisville, Ky. 


Loadgrip Clamp Hanger 

United Industries offers to archi- 
tects, building designers and in- 
stallers of building utilities, a solu- 
tion to the problem of attaching 


piping, conduit, ducts, furring 
strips and other suspended fixtures 
to the under side of pre-cast con- 
crete joists. It consists of a simple, 
two-piece hanger that can be as- 
sembled and installed on a standard 
pre-cast concrete joist in a few 
seconds. Though no special tools 
are needed for installation, the 
hanger is said to be sturdy beyond 
the requirements of all common 
needs and grips the joist more firm- 
ly with every added pound of load. 
Attractive pre-cast concrete joists 


can now be specified for new con. 
struction without cast-in load sup. 
porting wires. 


safety-factored, an 
Loadgrip hang. 


rust-proofed, 
readily adjustable. 


ers provide rigid, long-lasting sup. 
ports for all utilities that must be 
suspended from the overhead joists, 
As many hangers can be added as 
there is room on the joists. For 
descriptive folder write United In. 
dustries, Dept. AL, Box 449, Madi- 


Carpenter Planes 
Recent addition to the Shelton 


line of patented carpenter planes is § 


the No. 504 Smooth Plane and No. 
505 Jack Plane. Included with each 


No. 504 Plane is an attractive two- — 


color display card. This card and 
the box are die cut so that the card 
can be inserted in a slot in the 
cover, making a simple yet effective 
display stand for the plane. In 
addition, each of these new planes 
has a sell-tag attached describing 
features and advantages. The dis- 
play card has a spot for the inser- 
tion of the retail price of the plane. 
Write Shelton Plane & Tool Mfg. 
Co., Dept. AL, Shelton, Conn. 


Power-Driven Filing Machine 


A motor-driven filing machine 
for hand saws offers advantages 
where many saws are used daily 
by carpenters and cabinet makers. 
The Burr Hand Saw Filer is re 
ported to speed the operation of 
sharpening saws and increase the 
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The manufacture; & 
emphasizes that suspension point: § 
will be exactly where they anf 
wanted and how they are wanted— 
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| Sell Steel Product 

ne e ee: Froaucts 
In 

anes Farmers aren’t quick to buy now-a-days. 

_ They’ve got to have good reasons to justify 

set the purchase of steel products and other things 

“9 they need. Continental’s farm service book- 

Mfg. 


lets, bulletins, informative mailings, etc., auto- 
matically give the folks in your community 
good, logical reasons for buying more fence, 
nails, roofing and related items. Every piece of 

Continental’s “‘Straight-Line” campaign goes 
; out over your own name to your own list of 

prospects. And national advertising backs it 

up, along with store signs, displays, dealer 
* helps, etc. Investigate this opportunity now. 
S Let us show you how every part of the 
: Continental program works to build business 
and prestige for you. Send a card to Kokomo, 
indiana today. 
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earns a 
premium price 
in our locality” 


says L. M. Hurley 
Hurley Lumber Company 
Denver, Colorado 





“Texoak Flooring is the fasting selling flooring 
we’ve ever handled in our four years of selling in 
the Denver area,” says Mr. Hurley. “Sales were so 
amazingly high that we decided to ask a few of 
our customers why they preferred Texoak over 
other brands of flooring. Our customers said: 

‘Texoak has eye appeal’ 

“It’s accurately machined’ 

‘Texoak quality is uniformly high’ 
‘Texoak LAYS straight, STAYS straight’ 

“Our yard gets prompt service from Texoak 
Flooring Company no matter what our flooring 
needs. Texoak folks know how to make beautiful, 
lasting flooring that earns a premium price in our 
locality!” 


TEXOAK FLOORING 


Texoak tongued and grooved 
flooring sells because of its 
beauty, because it’s precision 
mach‘ned, because it lays 
straight, and stays straight. . 


TEXOAK STAIR TREADS 


Lasting, beautiful warp-proof 
Texoak stair treads and risers 
are of top quality Texas oak. 
Customers will like the rich 
texture of the wood. 


TEXOAK THRESHOLDS 


Scientifically kiln dried and 
* machined to a beautiful fin- 
ish, Texoak thresholds are 
made under the same speci- 
fications as Texoak flooring. 


NEW FREE KIT 


TO LUMBER 
DEALERS ONLY 


Called the Texoak Flooring Sales 
Maker, this kit contains enough new 
ideas in flooring merchandising to 
DOUBLE your flooring sales — if you 
put the ideas to work. It’s a complete 
dealer advertising program custom- 
made to help you boost flooring 
profits. It’s absolutely free — to lumber dealers only. No 
obligation. Send for your Sales Maker Kit today! 








"* FLOORING « COMPANY 


Rush me your new TEXOAK FLOORING SALES MAKER 
KIT of tested advertising ideas. | am a lumber dealer. 


NAME 
ADDRESS, 
CITY. 
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output of any man filing saws by 
more than double. Power is trans- 
mitted from a 4 hp. electric mo- 
tor to the filing arm by fully en- 
closed gears. The filing mechanism 
moves a tooth at a time, permit- 
ting as many strokes as necessary 
on any one tooth to get the de- 
sired results. The operator has 
complete control of the filing arm 
at all times. Crowned saws can be 
filed without special attachments 
as the floating file arm follows the 
eontour of the saw. Write Burr 
Mfg. Company, Dept. AL, 8931 
Venice Blvd., Los Angeles 34, Calif. 





FIREPROOF 


LIGHTWEIGHT 


CRACK RESISTANT 
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PERLITE 
| PLASTER 











Plaster made with 


CORALUX 


V fireproofs! 
... insulates 
... soundproofs 
... weighs less 

... resists cracking 


CORALUX Perlite Aggregate is packed 3 cu. 
ft. to the bag, for exact, easy batching. 
Available in mixed cars or trucks, with 
other Schundler light-weight aggregates, to 
reduce dealer handling costs and inven- 
tories. ASK YOUR JOBBER! 





Magnesium Wall Forms 
Concrete forms made of magne- 

sium are available from Symons 

Clamp and Manufacturing Com- 








has plus 
values 


+ + ¢ + + + 4 


that mean 
dough 
for 
dealers 


Schundler's CORALUX* Perlite Aggregate 
puts new sales appeal into plastering bids, 
and new profit opportunities in dealers’ 
hands. It helps take choice jobs out of com- 
petition because there's more to talk about 
than price. 


V fireproofs! CORALUX Plaster gives 
added fire protection. The high fire resist- 
ance of conventional gypsum plaster is sub- 
stantially increased through the use of 
CORALUX Perlite Aggregate, which is in 
itself completely fire resistant, is filled with 
microscopic dead air spaces that have high 
insulating value. CORALUX Plaster will pro- 
vide four-hour fire ratings . . . which means 
that it will withstand four hours of direct 
application of flame. 


You can demonstrate .. . spectacularly, 
with blow-torch, hammer and nails . . . the 
superiorities of plaster made with CORALUX, 
to cash-in on profit opportunities. 


Schundler's factory-trained sales engineers 
are ready to help you get started with this 
revolutionary, new, sales-building aggregate 
that makes plaster better in five important 
ways. 


WRITE Dept. A for literature 
and samples! 


*Trade-mark 


ndler «CO. 


JOLIET, ILL. 


LONG ISLAND CITY, N.Y. 
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pany; they are in addition to lum. 
ber and plywood forms, Safety 
Shores and Column Clamps. Mag. 
nesium forms are suggested by the 
manufacturer for those contractors 
who specialize in foundations. |; 
is said this type form will las 
longer, go up faster, and do a bet. 
ter and more satisfactory job, 
Weight of panel of Symons mag. 
nesium forms is less than three 
pounds per square foot . Panel 
does not, swell when wet, or con- 
tract when dry . will not rust 
; is automatically accurate. 
Forms match up with blueprint 
right on the line ... facing 3/16” 
thick ... rent at same price as ply- 
wood forms. Construction features 
of a single Symons Wall form unit 
are—a “facing”? made of 3/16” Z] 
magnesium alloy welded to a ree. 
tangular frame with crosspieces 
every 12 inches made from ex- 
truded 5/16” magnesium FS alloy, 
Write Symons Clamp and Manv- 
facturing Company, Dept. AL, 4257 
Diversey Ave., Chicago 39, IIl. 
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The New "Kwik-Out" 


Made of spring steel, ‘“Kwik- 
Out’? Window Balancers provide a 
very simple means of maintaining 
a constant pressure between the 
window and the jamb. This fric- 
tion is ample to hold the window 
in whatever position is desired, and 
yet allow the window to be moved 
up and down easily. By accomplish- 
ing this ability to “stay put’ yet 
be easily moved, the “Kwik-Out” 
eliminates the need for sash cords 
and weights, or for other equip- 
ment designed for this purpose. 
Windows equipped with ‘“Kwik- 
Out” Balancers also have the ad- 
vantage of being instantly remov- 
able and replaceable, no tools be- 
ing required for either removal or 
insertion. The window is merely 
pressed towards the side having 
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Podner, when you say 


“PACK RIVER” 
Smile..! 


Yessir, you'll smile right out loud when you order 
famous Pack River lumber and get a load of its clear, 
straight grain... every stick kiln-dried! 


IDAHO WHITE PINE PONDEROSA PINE 
ENGELMANN SPRUCE ~— INLAND RED CEDAR 
FIR AND LARCH 
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REPRESENTING: Pub if t. Ls Fy 
PACK RIVER LUMBER CO. SANDPOINT. IDAHO ‘edit pe VEE 
NORTHWEST TIMBER CO. GIBBS. IDAHO A iv j ’ 


THOMPSON FALLS LUMBER CO. THOMPSON FALLS. MONT. 


Teletype — Sp. 105 Telephone MAdison 012! P.O. Box 64 Peyton Building SPOKANE. WASHINGTON 





























AGED TRIM SAVES... 


Here’s why John Day is the most profitable 
door and window trim you can handle: 


You save sorting, save handling, when you sell 
John Day packaged trim. 


You don’t have inventory losses on dirty, 
damaged trim. John Day packaged trim is as 
clean on the job as when it leaves our mill. 


Builders like it. Only John Day trim is al- 
ways superior “A” Grade Ponderosa Pine. 
Complete bundles are ready to drop near each 
door or window opening. Decorating costs 
less, since it seldom needs sanding and Pon- 

derosa Pine takes less paint. 


You can show a faster turnover on a lower 
inventory with John Day packaged trim. It 
is distributed only through millwork job- 
bers. Write us today for the name of the 

jobber nearest you. 


OREGON LUMBER COMPANY, Baker, Oregon 


JOHN DAY PONDEROSA PINE PRODUCERS 
AND MANUFACTURERS since 1889 
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the “Kwik-Outs” and lifted clea; 
of the jamb. To reinsert, the side ff 
having the “Kwik-Outs” is inf 
serted first, slight pressure is ap. 
plied, and the other side slipped FF 
into its groove. For descriptive & 
bulletin write RCS Tool Sales Cor. © 
poration, Dept. AL, Joliet, Ill. 


Oil Floor Furnace 


A 50,000 BTU oil-fired floor fur- 
nace has been added to the Wayne 
Home Equipment line. Special fea- 
tures include 85% free air open- 
ing in the heel-proof grille, top 
access to all parts, optional forced 
draft, manual or thermostat con- 
trol, optional oil lifter for below- 
ground tank, corrosion - resistant 
parts with electric-welded, fume- 
tight combustion chamber. Litera- 
ture is available on request. Write 
Wayne Home Equipment Co., Dept. 
AL, 801 Glasgow Ave., Fort Wayne 
4, Ind. 


Portable Router 


A new fast, and highly portable 
router works from any 115V out- 
let. Powered by a 1/16 horsepower 
Dumore motor, the router develops 
19,000 RPM for fast, clean routing 
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Maple and Birch Flooring 
in Cartons 


{or regular lengths in bundles) 










Something new in 
modern flooring 






M. F. M. A. SPECIFICATIONS 







Forest Products Since 1872 
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LUMBER and LAND COMPANY 


+, 
Marshfield, Wisconsin / % 
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SELL SOL-O-LITE | 


WINDOW 








® Sol-0-Lite @ Nu-V-Glass ® Glaz-Fabrik @ Glaz-Screen @ Gf z-Screen @ Glaz-Screen 
(10x10 Mesh) (14414 Mesh) (6x8 Mesh) 


Plastic Storm Door and Window 
Coverings. Kit Complete, Ready to 
Install. $1.00 Per Window. 


SOL-O-LITE—Exira Heavy—Wax Cloth—Retail Price 48c per sq. yd. 
GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 40c per sq. yd. 
NU-V-GLASS—Transparent—Laminated—Retail Price 60c per sq. yd. 


GLAZ-SCREEN—10 Mesh—Bright Galvanized Wire—Plastic Coated— 
Retail Price 13c per sq. ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Wire—Plastic Coated—Retail Price 
l6c per sq. ft. 


GLAZ-SCREEN—Large Mesh—Bright Galvanized Wire Mesh—Plastic 
Coated—Retail Price $1.00 per sq. yd. . 


| | ey S Manufacturing Co. 
SOEC-LITE 4301 W. North Avenue 
SA; ~~ Chicago 39, Illinois 


PIONEERS OF 24 YEARS PRODUCING WINDOW MATERIAL 
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Wisconsin Knight’ 


Hollow-Core 


GUM Flush DOORS 


BIRCH Flush DOORS 





74 Message to Distributors 


f 





to distributors of building supplies. 


ares 





a. value features, prices. Write, wire or tele 
QUARANTEED phone us todayl 


100% Guaranteed — in writing 


WISCONSIN FLUSH DOOR 
MANUFACTURING COMPANY 


You'll make more profits when you sell 
quality and sell service. The Wisconsin 
Knight flush door is top quality and it 
offers a lifetime of dependable service to 
the homeowner. The Wisconsin Knight. 
“costume jewelry of the home.” is avail- 
able as a fast-selling, eye-catching door 


Let us send you the complete story of the 
Wisconsin Knight: construction details. 


10101 Lyndon Detroit 21, Mich. 


Phone TExas 4-8010 
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HETTINGER’S 


TieSAn1 


COMBINATION 

SASH BALANCES AND 
BRONZE METAL WEATHERSTRIPPING 
IN ONE UNIT 
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COMPLETE CARTON PACKAGED 


Tst. 


2nd. 
3rd. 
4th. 
5th. 
6th. 
7th. 
8th. 
9th. 
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Low cost of $3.50 per 


window, any size 

Easy to apply 

Velvet smooth in operation 
Absolutely weatherproof 
Sales helps and displays 

DS olitolalel ih amoloha-taitt-te| 
Wide consumer acceptance 
Shipments at once 


See your lumber dealer 
today 


THE WEATHERPROOF PRODUCTS CORP. 


329 Westport Road 


Jefferson 3133 
Kansas City 2, Missouri 


See our catalog in Sweet's Builder File 3e/3b 





of wood, linoleum, formica, plas- 
tics, ete. Quick-change chuck has 
“4” capacity, and 14%”, 3/16” and 
4” router bits are available. Ad- 
justment for depth of cut is quickly 
attained, and positively locked by 
two knurled set screws at router 
rear. Two large, correctly angled 
handles make router handling easy 
and accurate. Wide front opening 
gives clear view of cut, permitting 
extra accurate work. Because of 
its light weight and portability, the 
tool is ideal for both the profes- 
sional and the homeshop worker. 
Carpenters and builders use it for 
door and window mortices, cabinet, 
sink and linoleum work, on the job 
fitting, etc. Write The Dumore 
Company,. Dept. AL, Racine, Wis. 


Matched Aluminum Moldings 


A new line of Marsh Color- 
Matched Aluminum Moldings to 
match every Marlite plastic-finished 
panel color has just been introduced 
by Marsh Wall Products, Inc. The 
same smooth, durable finish that 
appears on genuine Marlite panels 
has been used for the new moldings, 
available in these colors: yellow, 
cream (eggshell), blue, coral (sun 
tan), green, white, persian red, 
pearl gray, royal blue, black and 
maroon. Each molding is being 
produced in & lengths. Where cus- 
tomers prefer walls without mold- 
ing highlights, the new line 
makes possible interiors that pre- 
sent an attractive uninterrupted 
color. But where contrasting de- 
signs are desired, the Marsh Color- 
Matched Aluminum Moldings give 
free reign to the designer’s imagi- 
nation. The exclusive plastic finish 
seals out dirt, grease, grime and 
moisture, while permanently seal- 
ing in all the color. Shapes avail- 
able are inside corner, outside 
corner, division, tub molding, edg- 
ing and cove. For copies of a new 
folder showing the Color-Matched 
Aluminum Moldings write Marsh 
Wall Products, Inc., Dept. AL-1041, 
Dover, Ohio. 


Kaiser Aluminum Siding 

An improved Kaiser Aluminum 
clapboard siding incorporates new 
features in its design to make ap- 
plication easier and enhance its ap- 
pearance on homes. In addition, 
Kaiser Aluminum siding is now 
produced in a second gauge, .025, 
especially designed for re-siding 
purposes, as well as in the standard 
.030 gauge for new home construc- 
tion. Improvements, which are in- 





CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


= For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 
Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 








Another ‘Product of Merit’’’ by Consumers. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. - ST. LOUIS 6, MO. 
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Douglas Fir 


T0 SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 





PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 
INCENSE CEDAR 















The Reiph L. 










Mills: Anderson and Canby, California 
Sales Office: Anderson, California 








IT’S GRADE MARKED AND TRADE MARKED! 






ROSBORO LBR. 


YOU CAN DEPEND ON THIS TRADE MARK WHEN 
YOU WANT THE BEST IN WEST COAST WOODS 


This trade mark on lumber means you sell only the finest 
in Douglas Fir and West Coast Hemlock. All Rosboro lum- 
ber is precision manufactured, scientifically kiln dried and 
accurately graded and loaded. It comes from fine grained, 
soft-textured old-growth timber. 


Investigate today. Discover why—once a Rosboro cus- 
tomer, always a Rosboro customer — is a fact. 4| 





ROSBORO LUMBER COMPANY 


SPRINGFIELD, OREGON 


West Coast Hemlock 














RETAILERS DEPEND 
ON THE MAUK ORGANIZATION 


Are you one? If not—Mauk's well-organized wholesale service 
can help you save time, money and worry! Mauk's experience, 
know-how and top quality products from the oldest and finest 
mills can be depended upon. z 
Mauk can supply you all the lumber items you need for con- 
struction and. industrial uses. Consult us today for your next 
lumber needs. 


MAUK SEATTLE LUMBER CO. 


SEATTLE 1, WASHINGTON 


SOUTHERN HARDWOODS, YELLOW PINE 
OAK FLOORING, DOUGLAS FIR, HEMLOCK, 
CEDAR, SPRUCE AND PONDEROSA PINE 


The C. A. MAUK LUMBER CO. 


TOLEDO, OHIO 
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corporated in both gauges of 
Kaiser siding, are indicated by the 
numbered arrows in the attached 
illustration: 1. Wider flat at top 
edge; 2. Upper half of the siding 
flattened to facilitate fitting into 
place and give greater direct wall 
contact; 3. Joint housing deepened 
and given even width to its entire 
depth; 4. More sharply defined 
shadow line; 5. Lower section 
curve increased to make handling 
easier and prevent buckling; 6. 
Nailing slots moved closer to lower 
edge for easier nailing. Write 
Kaiser Aluminum & Chemical 
Sales, Inc., Dept. AL, 1924 Broad- 
way, Oakland, Calif. 


Floor Vise for Large Pieces 


A practical carpenter invented 
the Drop-Klamp to put an end to 
wrestling with heavy doors, win- 
dows and plywood sheets. After 
mounting it once on a small board, 
there’s no more installing to do. 
The entire unit carries with one 





lt’s the V 
that makes the difference 


V-EDGE 
CASINGS 


For Windows and Doors 


Smoother 
easier 


joints, cleaner work, 


painting and finishing — 


these are only part of the advan- 
tages. Let us send you our illustrated 
folder which tells the whole story 
of this better, low-cost metal casing 
made in bull nose and square nose, 
short flange or expansion flange. 


Bist vanaave, PENN 
General Sale 


les Offices 


Boston New York 
Seattle Los Angeles 


Sactary-. Pork 


Meta. Company, INC. 


East A?r re| Street, New York Vz. N, ¥: 


District Sales Offices 
Philadelphia 


Chicago . Detroit are folate) -Xelit3 
Francisco Dallas Parkersburg, W. Va 
rg WwW 





hand. All anyone has to do is to 
drop the edge of the door (or any 
flat object) into the Drop-Klamp, 
Its own weight will vise it firmly 
for planing or sawing, hinge and 
lock work, fitting door knobs, ete, 
A fiber-board liner prevents mar. 
ring of polished surfaces. Even 
heavy doors can be held by one 
unit. Carpenters and craftsmen are 
saved a lot of extra hauling by 
hand. Eliminates the need of jig 
supports. The Drop-Klamp holds 
material’ in a level, upright posi- 
tion for convenient working. It is 
made of 12-gauge steel, it measures 
914”x7T” and weighs 534 tbs, 
packed for shipping. Write Lake- 
shore Mfg. Co., Dept. AL, 428-L 
Second Ave. So., Minneapolis 1, 
Minn. 


Chain-Type Electric Hoist 

Lifting speeds up to 41 feet per 
minute, a lower as well as an upper 
limit stop, and a wide “pick-up” 
angle, are three of the new per- 
formance features of the Chain- 
Type Load King Electric Hoist. 
The hoist is available in load ca- 
pacities of 500, 1000, and 1500 
pounds. Standard models lift loads 
through any height up to 40 feet. 
The hoist’s principal distinction is 
that link chain, over an electrically 
driven sheave, supports the load. 
This permits extra long lifting 
lengths since wound-up chain does 
not wrap around a drum but col- 
lects in a metal container as the 
hook raises. Thus, for high lifts 
requiring long chains, all that 1s 
needed is a large chain container— 
not a larger drum or multiple 
layer drum windings. The single 
strand load chain securely engages 
six pockets of the sheave to move 
and hold heavy loads with a minl- 
mum of chain friction. For descrip- 
tive bulletin write The Yale & 
Towne Manufacturing Company, 
Dept. AL, Philadelphia Division, 
Philadelphia 15, Pa. 
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Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 











NORTHERN 
WHITE PINE 


NORWAY 


RAINY LAKE LUMBER CO. Ltd. 


Scles Office 
2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd.. Rainy Lake, Ont. 
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LOSS Coe Xey:e THE LOWEST PRICED 
PLANER 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
the perfect answer! It will handle everything within its 20'x 8" 
capacity with speed and accuracy. It has a heavy cast iron base, 
sectional infeed-roll, sectional 
chipbreaker, 4 driven rolls, built-in 
knife grinding-jointing attachment, 
fully enclosed motors and many 
other desirable features. Available 
in various feed rates, Write for 
details. 



















The BUSS line 


contains the ideal 
planer for every pro- 
duction set-up — 
single and double 
cabinet surfacers in 
various capacities and 
the No. 55 Double 
surface Roughing 
Planer. Bulletins on 
request. 


PLANER 
SPECIALISTS 


a ee SS 
MACHINE WORKS 


238 EIGHTH ST., HOLLAND, 














if | evenness of tone 
ymore protective finish 


Builders everywhere are enthusi- 
astic about the New Infra-Red 
Dried Shingies. 








They find Dua-Laps are always thor- 
oughly dry, and easier, more eco- 
nomical to apply over solid or spaced 
sheathing, because of the wide 12” or 
14" exposure. Double coursing gives 
double insulation value. 


Write for free literature and more 
dealer information. 








STAINED SHINGLE COMPANY 


355 SPRUCE ST. COLUMBUS 8, OHIO 
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Here’s what they say: 


THE ARCHITECT 


| choose 


plaster because 


it’s sound construction. 


It’s a one- 
part of 
ceilings, 
size. 


Fire-safe 
seems to 
I’ve long 


-piece, joint-free 
my walls and 
regardless of their shape and 


too, and when well done, it 
last forever. For finishing lime 
specified Ohio White Finish—it 


really has no equal. 


2 
= 


* 
= 
\ — 


costs, 


THE BUILDER 


If | have the choice . 

it’s plaster every time. 
l’ve tried substitutes, but 
in carefully checking my 


I’ve found there’s no saving in 


using them. 


And plaster always fits too, of course, 
with no waste of material left over. 


THE BUILDING OWNER 


Ill have 


next job. Those true, 
smooth surfaces are more 
than just pleasing to the 
. they’re accoustically right, and 


eye . 
sanitary. 


plaster on my 





They may be decorated and re-decorated 
in various ways, economically, and that’s 


a saving 





for my 


in the long run. 


THE PLASTERER 


Good workmanship re- 
quires the right stuff to 
work with. That’s why | 
choose Ohio White Finish 
finishing coats. It has great 


plasticity. 


You can 


feel this in the fatness of the 


lime putty, like we feel it in the work- 
ability under the trowel. Spreads farther 


too, covers more per bag, and that’s 


economy. 


The 

OHIO HYDRATE 
& SUPPLY Co. 
WOODVILLE, OHIO 








NAMES IN THE NEWS 


Restrick Unveils New Mill 


The Restrick Lumber Company, in 


operation 
mill September 1, located on Eton Road in Birmingham, 





since 1884, unveiled its new 
Mich. The whole mill 


operation covers an area of six acres, consisting of two major buildings, storage 


sheds, etc. 
of the new mill. 
75 to 100 people. 


Selck Announces Open House 


Walter E. Selck, president, Walter 
E. Seleck and’ Company, invites his 
many friends and customers of the 
northern Wisconsin and upper penin- 
sula region of Michigan to an Open 
House celebrating the beginning of 
operation of the Selck Green Bay 
Branch Warehouse on October 21. The 
warehouse is located at 1218 Winford 
Ave., Green Bay, Wis. 

Selck customers in northern Wis- 
consin and the upper peninsula of 
Michigan will be served from this 
warehouse. A full line in the com- 
plete inventory of products for the 
floor covering trade will be carried 
at Green Bay. Complete shipping fa- 
cilities and city pick-up salesroom are 
now ready to serve the above men- 
tioned areas. 


Associated Wood Products, 
Triangle Truss, Consolidate 


A merger of two outstanding com- 
panies on the Pacific Coast, in the 
field of roof trusses and- structural 
laminating, has been announced by 
J. D. Godfrey, president of Associ- 
ated Wood Products Company of 
Portland. His firm has consolidated 
with the Triangle Truss Company of 
Seattle and will operate under the 
name of Associated Wood Products 
Company of the Northwest. The new 
firm will be one of the largest com- 
panies of its kind in the United 
States. 

W. M: Hall, president of the Tri- 
angle Truss Company is recognized 


with considerable space for expansion. Old hands will be in charge 
When in full operation, 


the Restrick plant will employ from 


throughout this area as one of. the 
most competent authorities on glue 
lamination in the industry. The Se- 
attle plant will specialize on this type 
of manufacture. 

The Portland operation under the 
direction of Godfrey is the largest 
producer of laminated  bowstring 
trusses in the Northwest. The Port- 
land branch of the firm will specialize 
in the fabrication and erection of tim- 
ber roof and bridge structures of all 
sizes. 

“This consolidation”, states God- 
frey, “gives us not only complete 
facilities for any type of timber fab- 
rication, but will enable us to extend 
our market to eventually cover the 
national field.” F 

Associated Wood Products Com- 
pany of the Northwest will operate 
sales offices in both Seattle and Port- 
land covering the Northwest with a 
staff of trained sales engineers. 


Buys Lumbermens Service 


H. J. Cox, well known lumberman 
of Eugene, Ore., has purchased the 
Lumbermens Buying Service from 
Charles C. Stanton, Seattle, Wash. 
Mr. Cox has moved the business t0 
Eugene and will continue to conduct 
the same services. 

Lumbermens Buying Service issues 
a weekly lumber market and price 
news letter for lumber dealers and as 
requested, makes purchases of lumber 
products for subscribers. Mr. Cox, for 
many years, was secretary manager 
of the Willamette Valley Lumbermens 
Association of Eugene, Ore. 


October 7, 1950, AMERICAN LUMBERMAN & 

















































































Launch 
for Kel 


The S 
with all 
the mos 
campaig 
program 
the rea 
paint, bi 
other m: 
orating 
Glo. 

The f 
Septemt 
for doul 
color i 
Saturda 
Houseke 
dens, A 
Journal 
makers. 
pany 1 
newspa] 
magazir 
product: 


Skilsaw 
By f: 
tion ev 
Tools b 
cording 
manage 
Based 

USA.” 


‘Tool ca 


sertions 
Post, | 
Populai 
and Po 


) sistent 


azine, 

metrop 
/ Sunday 
innovat 
shop tc 


Pine | 
Meet 


Appi 
manag’ 
and gr 
ern Ca 
son, C: 
gradin: 
hauspice 
ciation 
of the 
tion fo 
ing ch 
» mills, 

the Ra 
mill, 

The 
Johns 
termin 
sons f 
Hand di 
for sh 
follow 


bshippe 
invalu 
Briation 
Sing th 
and st 





4 


ew 
iil] 


ise 


2m 


the 
lue 
Se- 


the 
est 
ng 
rt- 
ize 


m- 
all 
od- 
ete 


nd 
the 


m- 
ate 
rt- 
1a 


.an 
the 
om 


to 
uct 


ues 
‘ice 


ber 
for 
rer 
ens 


‘Popular Mechanics, Popular Science 
‘and Popular Homecraft plus a con- 


sazine, Parade Magazine and other 


/Sunday newspaper supplements is an 


Pgrading methods held under the 
»auspices of the Western Pine asso- 


ition force which makes monthly grad- 
sing checks at all association member 
smills, conducted the meeting held at 


‘mill, 


| and discuss the preparation of lumber 
ifor shipment. An open forum period 


)“is one of a series we hold each year 
§to promote better understanding of 
‘Uniform grading by all western pine 
‘shippers. We find these get-togethers 
)nvaluable for ironing out slight va- 


sing the reasons for accurate grading 
sand stimulating enthusiasm among all 
)Sradine personnel.” 


i have been held at Bend, Ore.; Lewis- 
p ton, Idaho, and at Chester, Calif. 


Launch Advertising Campaign 
for Kem-Tone and Kem-Glo 


The Sherwin-Williams Co., together 
with allied companies, has launched 
the most extensive fall advertising 
campaign in its history. The national 
program features Super Kem-Tone, 
the ready-to-use, washable interior 
paint, but also places emphasis on two 
other major products in the home dec- 
orating field, Kem-Tone and Kem- 


Glo. 

The fall schedule, extending from 
September through November, calls 
for double spreads and full pages in 
color in such publications as_ the 
Saturday Evening Post, Life, Good 
Housekeeping, Better Homes and Gar- 
dens, American Home, Ladies’ Home 
Journal and Living for Young Home- 
makers. In addition, the paint com- 
pany is coordinating an_ extensive 
newspaper campaign with its national 
magazine schedule on home decorating 
products. 


Skilsaw Promotion 


By far the largest single promo- 
tion ever run on SKIL Home Shop 
Tools began in early September, ac- 
cording to Carl McWade, advertising 
manager of Skilsaw, Inc., Chicago. 
Based on the theme, “Your Town, 
U.S.A.” this powerful Skil Home Shop 
Tool campaign is backed by extra in- 
sertions in The Saturday Evening 
Post, Better Homes and Gardens, 


sistent schedule in This Week Mag- 
metropolitan newspapers. The use of 


innovation in the promotion of home 
shop tools. 


Pine Lumbermen 
Meet at Anderson 


Approximately 200 pine lumber mill 
managers, shipping superintendents 
and graders from throughout north- 
ern California recently met at Ander- 
son, Calif., for a seminar on industry 


ciation. Vern Johnson, veteran head 
of the organization’s lumber inspec- 


the Ralph L. Smith Lumber Company 
The convening lumbermen watched 
Johnson inspect borderline pieces, de- 


termine the grade, explain the rea- 
sons for classification of each board 


followed 
“Our meeting here,” Johnson said, 


nations in grading practices, review- 


Previous meetings this summer 


The Ralph L. Smith Company was 
ost at a buffet lunch served on 
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6 cP cco CELLADOOR 


TRADE MARK 
Check These WHAT A PRODUCT! The Celladoor makes a 
“living” room of every basemept, and opens 
BILCO Benefits the way to outdoor living. Only through such 
a door can big equipment be installed. And 
. OPENS, SHUTS there are 101 other important conveniences. 


LIKE MAGIC!) = WHAT A MARKET! Every prospective home 
2, LIFETIME builder; every home with an outdated wooden 


basement door needs — and is easily sold — a 
DURABILITY!  Bilco Celladoor. Get the full story by filling in 


“= 


3. SUPER-SAFE/ and sending coupon below. eee enone 
4. TROUBLE-FREE! —nnwwnnenn777= 7 ye, New Havers COR | 
5. WEATHER-TIGHT/ te Buco CO” 5 4 rtorncton chet fe | 
6. FIRE-PROOF/ Pease saa ane vost marie PNT 
7. BURGLAR-PROOF! + tag oo as 
8. QUICKLY-EASILY ee ; 

INSTALLED! Sing meee 
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the mill grounds. Aiding Johnson in 
the demonstration was Earle Atchin- 
son, assistant chief inspector for the 
pine association. 








Hardwood Flooring Text 
Used in 30-Day Courses 


Eleven colleges and universities will 
use E. L. Bruce Co.’s “How to Sell 
Hardwood Flooring” as a supplemen- 
tary text for a series of thirty-day 
short courses. Thirteen classes on 
lumber and lumber merchandising 
have been scheduled with a total en- 
rollment of 700. They are under the 
auspices of National Retail Lumber 
Dealers Association, given from Oc- 
tober 1 through March. 

Institutions offering the courses in- 
clude: Southern Methodist University, 
Purdue University, Georgia Institute 
of Technology, University of Illinois, 
University of Kansas City, University 
of Massachusetts, Michigan State 
College, New York State College of 
Forestry, Ohio State University, 
Pennsylvania State College, and City 
College of New York. 

“How to Sell Hardwood Flooring” 
is prepared under the direction of 
C. Arthur Bruce, executive vice-presi- 
dent of E. L. Bruce Co. It is being 
sent in installment form to 3500 lum- 
ber dealers and salesmen who will be 
given bound copies when the course 
is completed. 

Applicants for the free course 
which is a refresher for experienced 
salesmen and a guide for new ones 
are invited to write E. L. Bruce Co., 
Memphis, Tenn. 
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E. J. CURTIS, president of Curtis 


Companies Incorporated, Clinton, 
Iowa, is shown here cutting the rib- 
bon which formally opened the new 
Curtis employe cafeteria. 


Curtis Considers 
Employe Morale 


The cafeteria of Curtis Companies 
Incorporated, which has been oper- 
ated by Curtis for over 30 years, has 
been extensively redecorated and re- 
modeled. Much new equipment was 
added and rearranged to facilitate the 
handling of diners during the noon 
eating period. 

In commenting on the new cafe- 
teria, President Curtis said, “We know 
that employe efficiency and morale is 
stimulated and maintained by pleas- 
ant surroundings, good meals and 
lunches at noon. We left nothing un- 
done to make our cafeteria and dining 
room inviting and modern.” 


Bird Wins Trophy 


The trophy awarded by the Aspha| 
Roofing Industry Bureau to the plan; 
which had the best safety record dur. 
ing a contest which ended Decembe; 
31, 1949, was presented to the Shreve. 
port mill of Bird & Son, Inc. Shreve. 
port manager L. L. Williams, received 
the award and put it in the custody 
of B. P. Soward, plant superintendent, 
The winner of the contest at the end 
of each calendar year holds the trophy 
during the following year. All Bird 
& Son roofing mills and felt plants 
have been put on notice that every 
effort must be made to keep the tro. 
phy within the organization as a re. 
ward for continuing high accident 
prevention achievement. 


Lumber Worker's Wage 
Up I2!/oc 

Lumber operators in interior Brit- 
ish Columbia have approved the con. 
tract settlement with International 
Woodworkers Union  (CIO-CCL) 
which gives a blanket 12%c wage in- 
crease to more than 5000 interior 
lumber workers. Acceptance came at 
a general meeting of employers fol- 
lowing the interim agreement signed 
with the union. Announcement was 
made by R. A. Mahoney, secretary of 
B. C. Interior Lumber Manufacturers’ 
Association. 

Union members have yet to vote on 
the contract terms but acceptance has 
been recommended by the IWA nego- 
tiation committee. Terms also include 
a 44-hour week with certain provi- 
sions and a union security clause. 
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Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 





jue aT 
UY 


id, 4 4 CARN 
0 SD) 
4 























|*@ 
—_. x 


C 








re 


Write for Facts About 


Red Devil 
FLOOR CONDITIONING MACHINES 
for Sales and Rentals 


RED DEVIL TOOLS, IRVINGTON 11,N. J.,U.S.A. 
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MILEY. 
ONE OF THE OUTSTANDING OPERATIONS OF THe SOUTH 
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Bolan and estimate. Ask for catalog No. 50A. 





-- meet another Horner old-timer! 


H. R. McIntyre, sales manager, for 35 years personal interest in customers that is par- 
has had a hand in the distribution of the ticularly important today. You'll enjoy deal- 
superb northern hardwood flooring that has ing with an organization that doesn't stoop 
carried the Horner brand around the world. *° seller's — big ge = us today 
Having started with Wm. Horner, the grand- about your problems of supply. 

father of the industry, Mac’ combines a HORNER FLOORING COMPANY 
rare technical knowledge with an old time 215 Maple Ave., Dollar Bay, Mich. 
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PONDEROSA PINE 


“High Altitude, Soft Textured Growth 
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iy PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 





Manufacturer and Distributor 
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DRAW TRADE - INCREASE PROFITS 











You'll find increased trade, sales and profits when you modernize with smart, 
new Heller Fixtures. Added attractiveness is imparted to your store and 
merchandise. The finest in construction and materials, the widest choice 
of designs, the sectional, interchangeable, sturdy, durable and warp proof 
qualities assure you of outstanding service and styling in Heller Fixtures. 
The quality found in Heller Fixtures is the trade mark of Heller's 59 years 

of experience in the industry. Send sketch of your store for free store 


NR Oe a 


MONTPELIER, OHIO 





Olements Dumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 + PHONE 5-3317 + TELETYPE EG 49 
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BILTMORE FOREST SCHOOL 


FOUNDED SEPTEMBER. 1898 


THIS TABLET, MARKING THE SITE 
OF THE SCHOOL BUILDING, IS ERECTED 
IN HONOR OF 
Dr. Cc. A. SCHENCK 
FOUNDER OF THE 
BILTMORE FOREST SCHOOL, 
THE FIRST SCHOOL OF FORESTRY 
IN THE UNITED STATES 


THE ALUMNI - 1950 
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Dr. , Sela pomnnen 

This bronze tablet, placed at the site 
of the old Pink Beds School Building 
near Asheville, N. C., was unveiled 
last May at a reunion of graduates of 
the country’s first Forestry School. 
The tablet honors Dr. C. A. Schenck, 
now 82, who founded the Biltmore 
Forest School in 1898 on the Biltmore 
Estate where he was Forester for 
George W. Vanderbilt. 


Tree Farming in California 

Tree Farming began officially in 
California’s Redwood Region August 
26, according to Sherman A. Bishop, 
general manager of the California 
Redwood Association. “Only the Tree 
Farm name is new to the Redwood 
Region,” declared Mr. Bishop in com- 
menting on the ceremonies at which 
two Tree Farms owned by the Ham- 
mond Lumber Company were dedi- 
cated. 

The ceremonies took place at Ham- 
mond Grove near Carlotta. The two 
Tree Farms are located on the Van 
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Duzen and Eel Rivers in Humboldt 
County and include more than 21,000 
acres. 

The CRA handles certification and 
periodic inspections of Redwood Re- 
gion Tree Farms. Under the CRA’s 
guidance, these Tree Farms can well 
become the fastest timber producing 
area per acre in the country. Growth 
characteristics of redwood are such 
that test plots demonstrate the possi- 
bility of growing as much as 5,000 
board feet per acre per year, with 
an average probably in the range of 
2,000 board feet per year. 

The nationwide Tree Farm Program 
is sponsored by the American Forest 
Product Industries, Inc. 


Adams-Rite Celebrates 
50th Anniversary 


The 50th anniversary of its found- 
ing was celebrated this summer by 
the Adams-Rite Manufacturing Com- 
pany of Glendale, Calif., producers of 
locks for sliding doors and specialized 
builders hardware. The firm started 
manufacturing hardware items. in 
Los Angeles in 1900, and in 1926 the 
Adams family became interested in 
the concern. Under its management 
the company has broadened its sales 
activities from its early efforts in 
Southern California to a national 
manufacturing organization with rep- 
resentation in all 48 states in addi- 
tion to export sales in many foreign 
countries. 

In 1942 the company erected a 12,- 
500 sq. ft. office and factory building 





MARVEL 


own MARVEL Glass Holder. 
no lost space. 


NO METAL TOUCHES the glass surface. Cushion Grip straight-edge absorbs shock and vibration. 
Salvage remover extends full length of glass being cut, leaving smooth 
Removes salvage down to ;};” single, or 4%” double, straight glass. 


NEW NO. 36 SPECIAL made to fit Natl. Retail Hardware Assn. cabinet. Takes 36” x 


No. 48—42” upright, 48” 
base; takes 42” glass. 


Result, no glass breakage. 


edge. 


No. 36—42” upright, 36” 
base; takes 42” glass. 


PRICED WITHIN REACH OF EVEN THE SMALLEST DEALER 
Weight, any size, approx. 30 Ibs. Shipped promptly. F.O.B. Minneapolis 


MARVEL RACK MBG. CO.., Inc., 24 N. First St., Minneapolis 1, Ming. 


ci 7. S_ 
HOLDER 


AUTOMATICALLY MEASURES AND SQUARES GLASS 


YOU CAN INCREASE YOUR PROFIT and greatly decrease broken glass waste by installing your 
Attaches easily to shelf, wall, post or cabinet. No special setup n 


in Glendale, with complete facilitig 
for machining and stamping oper, 
tions as well as plating, polishing ay 
a well staffed engineering and exper. 
mental department. Continued grow 
has now required a new addition ty 
the plant. The company is a by 
Arthur Adams, president. G. E. Le 
is in charge of operations. 
Adams-Rite products include th 
Rite-Lock for sliding doors, which \ 
adaptable to any requirement as t 
hand, security and finish. Also avail. 
able for sliding doors is a deadlock 
which operates by standard cylinde 
from one or both sides. The con. 
pany also manufactures minimun 
backset deadlocks for swinging doors 
which take standard cylinders fo 
use in the narrowest aluminun, steg| 
or wood stiles. Another lock, for us 
on doors without stiles, has singk 
or double bolts and can be installed 
in any tempered glass door top or bot- 
tom channel. Other items in the line 
include solid brass flush pulls, surface 
and slide bolts, cremone bolts, bal & 
latches, jamb bolts and edge pulls. 


David Miller with Kawneer 

The Kawneer Company, Nile § 
Mich., announces the appointment oj 
David S. Miller as director of sales, 


Mr. Miller was formerly manager of & if 


promotion and sales training for Arm. 
strong Cork Company in Lancaster, 
Pa. 

As a Past National President of 
the Producers’ Council, Mr. Mille 
gained a nation-wide reputation in the 
construction industry. 


36” glass. 


No. 54—54” upright, 60” 
base; takes 54” glass. 











’t you rather sell THE wall tile 
that’s guaranteed and bonded? 


STEEL WALL TILE 
is the only tile guaranteed and nenitedl 


(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
OHIO CAN & CROWN CO., MASSILLON, OHIO 
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SOUTHERN 


PINE IN ANY LANGUAGE VALUE 


| 

| 

SOUTHERN | TALKS 

HarDwoops —I_ You can't beat Ferguson values 

WEST COAST | in Southern Pine, Southern 

woops | Hardwoods and West Coast 

| Woods. 
| 
| 


CALL, WRITE OR WIRE FERGUSON 
TODAY. FOR YOUR LUMBER NEEDS. 


St. Louis 1, Missouri 
Phone — CHestnut 8646 


oy & 4 


'W. T. FERGUSON LUMBER CO. 








134 S. Clark St., Chicago 3, Ill. 


VAN-PACKER 


PACKAGED CHIMNEY 


EASY SALES...EXTRA PROFITS 


HUNDREDS OF HOMES NEED NEW CHIMNEYS 
Old homes, new homes, summer cabins, brooder houses, motels, tourist 
cabins, resorts—there's a vast ready market right in your own community. 


NATIONALLY ADVERTISED IN LEADING MAGAZINES 


Thousands of inquiries from our ads in Better Homes, Saturday Evening 
Posts Farm Journal, Country Gentleman, American Home, etc., are referred 
direct to dealers. Complete selling literature, newspaper mats furnished 
free. 


COSTS 20°, to 40°, LESS THAN BRICK 

Easily installed, summer or winter by anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from ceiling or floor joists. A more effi- 
cient chimney with better draft. 


YOU CAN’T BUY A SAFER CHIMNEY 


Underwriters’ Laboratories approve the Van-Packer Chimney 
in place of brick for gas, oil, coal or wood in any type 
home ... one or two story. Ideal for pot type oil burners. 
Meets FHA requirements. 


COMPLETELY PACKAGED FOR YOUR CONVENIENCE 

Easy to handle, minimum stock enables you to supply any | or 2 story 
house with any roof pitch. Furnished complete, all parts for entire 
installation. < 


LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer 
Chimneys or write direct. Make 
big profits as the Van-Packer 
dealer in your territory. 














The SLIDE-A-FOLD 


Disappearing Attic Stairway 


A handy, practical and LOW COST 
way to reach the valuable storage 
space of the attic. 


COMPLETELY ASSEMBLED 
EASY TO INSTALL 








LOOKS GOOD 
wae SUPERIOR CONSTRUCTION 
FOR REQUIRES SMALL SPACE 


FOLDER LOW IN COST! 


Low freight rate Shipping weight 65 lbs. 


CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 













SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR’ BOLTS 


2” x 4” FOR LEGS 









Timesaver for contractors, builders, painters, 
paper hangers. 


COLORFUL COUNTER DISPLAY PACKAGE SELLS 
Display it on your counter. 5 50 
Retail $1.50. Slightly higher 
in West. Order from your — 
jobber or direct from us. 
GRAND HAVEN STAMPED PRODUCTS CO. 















GRAND HAVEN, MICHIGAN 
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Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 
ern Hardwoed stock in our own 
modern flooring plant. 


OAK 
* 
BEECH 
@ 


PECAN 


Also kiln dried 
hardwoods. Mod- 
ern kiln drying and 
planing mill facili- 
ties. 







VERN 


FLOORING — Re 
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Mobile River Saw Mill Co., Inc. 


MT. VERNON, ALABAMA 
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5 WAYS with 
Moisture Register 


Gecause Moisture 
Register Instruments 


Protect you on lumber pur- 
chases 

Eliminate complaints and re- 
jects at time of sale 

Prevent losses from improper 
grading 

Save time in setting up and 
stacking your yard 

Increase customer satisfac- 
tion and goodwill 


Model DC2 Moisture Register in use in yard 
of Ed Fountain Lumber Company, Los Angeles. 
ee an used in Ed Fountain Mill at Med- 
ord, Ore. 


Testing moisture content of panelling with 
Model RF4 at Morris Furniture Company, Los 
Angeles, manufacturers of high quality furni- 
ture. 


And if you're a building products | 


dealer you can cash in on extra prof- 
its from sales of Moisture Register 
instruments. 


Moisture Register is the only man- 
ufacturer of electronic moisture test- 
ing instruments with guaranteed per- 
formance. A wide range of models, 
with prices from $75.00 to $148.50, 
test from zero to 25%. Test 80 wood 
varieties accurately in 3 seconds or 
less. Compact, rugged, portable. 
l-year guarantee, backed by |7 years 
of experience. 





10-DAY FREE TRIAL on any model. 
Prove to your own satisfaction that 
Moisture Register will save you time 
and money. No obligation! Write to- 
day, outlining your requirements. 











Write today for complete information on 
Moisture Register instruments designed 
especially for the textile, leather, wood 
and paper industries. 


ELELTROME 











1510 West Chestnut St. 
Alhambra, Calif. 








PROPOSED NEW building material store and office planned by the retail yard — 
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of Wilbur Lumber Co. at Waukesha, Wis. Edmund Klemm is manager. 


Wilbur Lumber Celebrates 75th Anniversary 


This year the Wilbur Lumber Co., 
Waukesha, Wis., is celebrating its 
75th year of operation. To com- 
memorate this important achieve- 
ment the management has prepared 
an interesting Diamond Anniversary 
brochure. The booklet not only gives 
the history of the company, but its 
buying power; the financial distribu- 
tion of the company’s sales dollar; 
sales of factory and retail yards; and 
percentages by commodities. The 
pictorial section includes the person- 
nel, millwork factory, retail stores 
and yards. 

George H. Wilbur, the company’s 
founder, opened his first yard at Bur- 
lington, Wis., in 1875, in partnership 
with T. H. Judd. A few years later 
Judd sold his interest and the firm 
was incorporated as the Wilbur Lum- 
ber Co. The yard at Waukesha was 
established in 1890 and within a short 
time the manufacture of millwork 
was begun at the Waukesha location. 

From only an adjunct to the yard, 
the millwork factory has developed 
into the company’s largest establish- 
ment employing half of the present 
200 employes. Recently, the property 
of the Universal Milking Machine 
Co. was purchased to further expand 
production. 

Retail yards of the Wilbur Lumber 
Co. are now in operation at Burling- 
ton, Marshall, Silver Lake, Water- 
ford, Waterloo, Waukesha, and West 
Allis, Wisconsin; at Cook, Lowell, 
and Schneider in Indiana, and at 
Dixon, Grayslake, and Lanark, in 
Illinois. 

Present officers of the Wilbur Lum- 
ber Co. are Hawley W. Wilbur, presi- 
dent and treasurer; George H. Wilbur, 
vice-president; C. R. Wilbur, secre- 
tary. te 


Next Penn-York Meeting 


The September 18 meeting of the 
Penn-York Lumbermen’s Club, held in 
the Emery Hotel, Bradford, Pa., was 
attended by 60 lumbermen, wholesal- 
ers and manufacturers. The principal 
speaker of the evening was Howard 
Hanlon of Cotton-Hanlen Inc., Odessa, 
N. Y. Mr. Hanlon gave an interesting 
talk on “Controls—How Will They 
Affect the Lumber Industry?” 


The Club’s next meeting will hk 


held in Williamsport, Pa., October 
23. Meeting place will be announced 
at a later date. Persons interested in 


attending this meeting should contact & FE 


J. F. Stauss, secretary, Penn-York 
Lumbermen’s Club, Benton, Pa. 


Pamphlet on Diesel Engines 


An important pamphlet describing 
the interesting “inside” information 
on Diesel engines used in GMC trucks 
is being distributed to truck opers- 
tors interested in a Diesel unit, ac- 
cording to John E. Johnson, general 
sales manager for the GMC Truck 
and Coach Division. 

The pamphlet, written in the form 
of an information “Quiz”, asks truck- 
ers such questions as “What is 
2-cycle?” and then provides the cor- 
rect answer. Answers also are given 
for such questions as “Are Diesels 
Hard to Start?”, “What is the Fue 
Injection Pressure?”, “Why Use a 
Governor?”, “Are Diesel Exhaust 
Gases Poisonous?”, “Why Aren't 
Diesels Used in Autos?”, “Is the GM 
Diesel Supercharged?” and others. 

Truck operators may obtain copies 
of the Diesel pamphlet by writing to 
a GMC Truck dealer. 


Elected to Membership in 
Prefabricated Home Institute 


General Timber Service, Inc, 
Dubuque, Ia., has been elected to 
membership in Prefabricated Home 
Manufacturers’ Institute, it was al- 
nounced by Manager Harry H. Steidle 
of Washington, D. C. The institute 1s 
the trade association of the prefabri- 
cated housing industry with 38 men- 
ber companies in the United States 
and Canada. Membership is confined 
to establish companies whose homes 
conform with industry standards for 
quality construction. 

With the fabricating division 10 


. cated in Dubuque, General Timber 


Service is a subsidiary of the Weyer 
haeuser Co. . Since entering the pre 
fabricated field in 1946, the firm ha 
become one of the country’s leading 
manufacturers of prefabricate 
homes, Mr. Steidle said. 
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WEL-BILT FOLD-A-WAY 
SOL 


@ SAVES SPACE e@ IDEAL FOR SMALL HOMES 
@ ADDS EXTRA ROOM AT SMALL COST 


Every home should have a WEL-BILT STAIRWAY. 
Wasted attic space can be easily converted into 
valuable storage space, extra bedroom or playroom 
for the children. 


Wel-Bilt Stairways come assembled. THEY ARE easy 
to install at little expense and easy to operate. 


SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 


Manufactured by 


THE WEL-BILT PRODUCTS CO. 


P. O. Box No. 95 Memphis, Tennessee 

















DIAMOND <=> HARD 


_ MAPLE FLOORING 


7 KNOWN FOR QUALITY 
from 
AINE to CALIFORNIA 


— HS LUMBER CO. 
MENOMINEE, 
MICHIGAN 





“rote 


BEAT WIND 
AND WEATHER 


SCREWTITE ALUMINUM NAILS 
really dig in and hang on for 
life! Screw shanks hold nails 
in -- neoprene washers hold 
water out. 


size of this 
fine nail. 


AUTOMATIC 
GA UGE 


TANNEWITZ 


for Swing Saws 


SAVES | 


30 Days Free ) Trial 


$30 to $50 A MONTH 
IN LUMBER AND LABOR 


ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


,RAND RAPIOS 
MICHIGAN 
OrPy 4 





Bur.oina Propucrs MERCHANDISER 








ABESTO LIQUID, teamed up with 
SMOOTH SURFACE ROLL ROOFING, 
produces a better built-up roof at lower 
cost. 


ABESTO LIQUID is also ideal for base- 
ment damp proofing and roof coating. 


Write for specification sheets 


besto 


TRADE-MARK REG. U. S. PAT. OFF. 


Manufacturing Corp., Dept. D-3, Michigan City, Indiana 


OZARK 


1927 == BRAND -= /950 
OAK FLOORING 





Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
‘ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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General Timber Service offers a 
“method of construction” of homes 
by using standardized parts. C. M. 
Harmon, manager, explained that nine 
suggested plans are available but for 
most sales the architectural depart- 
ment draws special plans to the cus- 
tomer’s orders. 

The “Weyerhaeuser Panel Homes” 
are sold exclusively through retail 
lumber dealers. Distribution has been 
extended to a number of states in the 
Middlewest and Northwest. 

As in the case of other Institute 
member companies, General Timber 
Service is producing homes under the 
“economy housing program” of the 
Federal Housing Administration. Mr. 
Steidle said an increasing number of 
builders are erecting prefabricated 
construction in order to provide qual- 
ity homes for the lower-cost market. 
Prefabricated home sales are over 
200 percent ahead of last year with 
total shipments during 1950 expected 
to exceed 50,000 units. 


Electric Cooking Institute 
Opened in Chicago 

The Electric Association of Chi- 
cago, the trade group embracing all 
features of the electrical industry in 
this area, recently announced the 
opening of the Electric Cooking In- 
stitute. The Institute occupies 6500 
square feet of space on the main floor 
at 68 W. Adams St. It features the 
Jatest in modern, electric kitchen 
equipment. 

Twelve of the nation’s leading 
manufacturers and distributors of 
electric ranges, as members of the 


Electric Association, are co-sponsor- 
ing the Electric Cooking Institute in 
cooperation with Commonwealth Edi- 
son Company. In addition to the larg- 
est showing of electric ranges in the 
country, the Institute will be the ave- 
nue of six fully equipped, all-electric 
kitchens, including the Jane Foster 
“Dream Kitchen” ...a Kitchen Plan- 
ning Center where skilled kitchen 
planning experts will use scale mod- 
els in giving advice on the methods 
of arranging or remodeling kitchens 
and the Jane Foster Advisory 
Service which will supply housewives 
with new menu and recipe ideas for 
everyday living and party-giving. 


Passonno-Hutcheon Announces 
Olo Tint-A-Matic Paint Line 


R. S. Kerin, general sales manager 
of the Passonno-Hutcheon Company 
of Cleveland and New York recently 
announced his company will be the 
first organization licensed since the 
Rahr Color Clinic Marketers for Tint- 
A-Matic assumed the American and 
Canadian Sales Agency for licenses 
to use Tint-A-Matic concentrated 
cube colorants and to manufacture 
Tint-A-Matic tinting bases. 

The same high quality standards 
for Olo paint will be maintained in 
the Tint-A-Matic base lines, said Mr. 
Kerin in explaining that Olo would 
market house paint, flat wall paint, 
semi-gloss finishes, gloss paints and 
enamels, floor enamels and brick and 
cement coatings in Tint-A-Matic base 
lines. The Olo tint bases will be con- 
verted to ultra modern style right 


colors by the simple addition of , 
Tint-A-Matie cube and will immed. 
ately be available in a range of wel 
over 100 colors. 


Aggressive Promotion Outlined 
Tint-A-Matie dealers will be sup. 
ported by an all out publicity an 
public relations program, according 
to A. H. Mohrhusen, merchandising 
director of the Rahr Color Clinic 
Mr. Mohrhusen recently outlined q 
far-reaching sales promotion pro. 
gram featuring integrated identity of 
Tint-A-Matiec Trade Mark on electri 
signs, window valances, decals, dis. 
play vendors, window displays, colo 
ecards and other point-of-purchase ma. 
terial. A number of new merchan. 
dising features, such as the revolving 
Tint-A-Matice display stand and the 
very modern plastic color book, hav 
only recently been designed and copy. 
righted by the art and display staff of 
the Rahr Color Clinic. For complete 
information, write the Rahr Colo 
Clinic, 9 E. 56th St., New York 22. 


Celebrate 50th Anniversary 

The Golden Wedding Anniversary 
of Mr. and Mrs. Arthur V. Charshee, 
Baltimore, Md., was celebrated Aug. 
ust 22 at a supper in the Lord Balti- 
more Hotel. More than 150 of their 
friends attended the gala affair. In. 
mediate members of the family in- 
cluded one son, three daughters and 
seven grandchildren. 

Mr. Charshee has been connected 
with the lumber industry for 54 years. 
His grandfather, who was in the busi- 
ness for 60 years, had also celebrated 
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MODERN 
MILLS TO 

SERVE YOU 


lis: 

Springhill Lbr. Co., M Springhill, Ark. 
Urbana Lbr. Co., Urbana, Ark. 
Anthony-Williams Lbr. Co., Calion, Ark. 





P. 0. Box 364A 


Ahthem Brother Wood o 


Urbana, Arkansas 


Southern Pine and Hardwoods 
4O Million Feet Annually 


e Excellent supply good timber 
e Latest type, modern machinery 


e An experienced organization 
© Quality that satisfies 








The A. B. Carroll Lumber Company 


Manufacturer of 
High Grade End-Matched 


Boards our Specialty 


Hurtsboro, Alabama 
Phone 66 


Oak Flooring in 25/32 and 1/2 in. 


Need a mixed car? We are able to ship 
Oak Flooring, Block Flooring and Air 
Dried Yellow Pine Boards in the same 


car. 


Hurtsboro Oak Flooring 


October 


at 
SHORT LEAF PINE 
end HARDWOOD 

LUMBER 


Poplar Bevel Siding, Resaw Pine 
and Wardwood are carefully and 
accurately made in our modern 

plant. We give particular 
attention to reforestation. 


Co., Inc. 


Plant at Hurtsboro, Alabama — Phone 129 
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GENERAL MANAGER 


For our West Coast establishment. Selling exten- 
sive line to contractors and house builders, with 
emphasis on builders hardware. Apply only if 
thoroughly experienced either through prior own- 
ership or general management basis and capable 
of handling large volume. While no age bracket 
specified, permanency is viewed as prime factor. 
Give full background with all pertinent informa- 
tion including past earning capacity in first letter, 
also stating date of availability. 


Address Box F-20, American Lumberman, Inc. 








PRECISION 


folding stairway 






@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 

@ Insulated door panel 

@ Requires no attic space 

@ Shipped in one package 
Write for full information 

PRECISION PARTS CORP. 


Nashville 7, Tennessee 







































D. M. McCuintock Lumser Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 
Shingles 


Exclusive Mill Agents 








| 
BRITISH COLUMBIA 
FOREST PRODUCTS | 
. t+ &@ § + 2s 
Manufacturers of 
DOUGLAS FIR 
WESTERN HEMLOCK 


WESTERN RED CEDAR 
SITKA SPRUCE 


KEVERPNE SHINGLES BAANgae 
RED C SIDING - S RED CEDAR SHINGLES 


Specializing in Cross Arms, Cedar and Spruce Siding 
SAWMILL DIVISIONS 


HEAD OFFICE 
VANCOUVER, CANADA 


SALES AGENT: H. R. MACMILLAN EXPORT CO. LTD., VANCOUVER 























* Burns 25%, 
* With 75°, less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 
MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 


More 
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BuityInGc PRopucts MERCHANDISER 


YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


me Mill carriages ... edgers . . . Portable Mills 
. Log stop and Loader . . Shotgun steam feeds 
. Automatic feed table for planing mills. Write 
for, catalog and ‘Power House’. 


a 
wine (am 


MACHINERY 
( ( 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 
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with his wife their Golden Wedding 
Anniversary. Mr. Charshee’s father 
passed away only a few years before 
he reached this milestone of marriage. 
Thomas A. Charshee, Jr., a grand- 
son, recently joined the Charshee or- 
ganization, bringing in the fifth gen- 
— to this commission lumber 
rm. 


Ceco's Veteran President 


Ned A. Ochiltree, president of Ceco 
Steel Products Company, Chicago, 
was recently awarded his lapel but- 
ton which signifies completion of 35 
years with Ceco. 

Ninety-one additional Ceco em- 
ployes received awards during the 
first seven months of 1950, it has been 


announced by the secretary’s office. 

Since the first of the year 30-year 
pearl studded buttons have been given 
to John Finlayson and George E. 
White of the general offices; John F. 
Seifried of the Chicago contract dis- 
trict office and Clarence E. Renot of 
St. Louis. The five-star lapel buttons 
awarded for 25 years of service were 
given to William McGrath of Hous- 
ton, William Rabe, Minneapolis and 
Fred Benton and George Tetzlaff of 
Chicago. 

Those who received silver trays for 
completing 20 years of service include 
Carl E. Erickson, Birmingham; Wil- 
liam Richardson, Hillside; Glenn R. 
Steider, Minneapolis and Fred Stew- 
artson of Chicago. 


Elect F. R. Bruce Director 


E. L. Bruce, Jr., president of E. L. 
Bruce Co., Memphis, Tenn., announced 
the election of F. R. Bruce to the 
company’s board of directors. 

The new director began his training 
in sawmill operations at the Bruce 
plant in Prescott, Ark., in 1926. He 
also worked at the Bruce plants at 
Bruce, Miss. and Oak Grove, La. 
After two years in the home offices 
at Memphis he entered sales promo- 
tion, working out of the company of- 
fices in New York and Los Angeles. 
In 1945 he was made Memphis plant 
manager and held this position until 
1948 when he was appointed assistant 
to the president. 

He is the son of the late Frank E. 
Bruce who was a vice-president of 
E. L. Bruce Co. 


COMPANIES ANNOUNCE 


Continental Steel Corporation, Ko. 
komo, Ind., announces the appoint 
ment of Byron L. Smith to the ney 
position of district sales manager fo 
the territory consisting of Kansa 
Nebraska, 
Missouri with headquarters in Kansa 
City. Mr. Smith has been associate 
with Continental Steel for almost }j 
years. 

The Richkraft Company, Chicago, 
Ill., building papers and reflective in. 
sulation, announces the appointment; 
of Lester R. Wroble as vice-president 
and Herman L. Smith as eastern sale 
manager. Wroble will headquarter at 
Chicago, and Smith at Cleveland, 
Ohio. 


Joseph A. Russell has been name 
western sales manager for Lockwooi 
Hardware Mfg. Co. and Independent 
Lock Co. The announcement was 
made jointly by the two concerns 
from their home offices in Fitchburg, 
Mass. Mr. Russell has spent his en. 
tire business life in the builders’ hard- 
ware field. He joined the sales fore 
of the Russell and Erwin Division of 
the American Hardware Association, 
New Britain, Conn. and advanced to 
the position of district sales manager 
in charge of West Coast sales for that 
concern. In the 30 odd years of his 
associations in this field, he has 
gained a valuable reputation for sin- 
cere service to the hardware trade 
and has played a part in the equip- 
ment of many of the West Coast’ 
most prominent buildings with build. 








For bin aiag- 
LUMBER, LOGS. 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . « 
easiest to use 
» »« » most prace 
tical and effec- 
tive. Three 
sizes. Write for 
circular and full 
information. 


the market. 
Write for Catalog 


Evart, Mich. 


American vousie swiver Load Binder 


THE ORIGINAL ALL STEEL 
(Goodyear Pattern) 


“American” line of Logging Tools and Appliances is the best on 


AMERICAN LOGGING TOOL CO. 








Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along wir 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbesto: 
Siding Shingle. For complete de 
tails write 


BUGHER MANUFACTURING CO. 


211 South Main Street, Kokomo, Ind. 


Oklahoma and westen® 
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S eeshied 


a ‘Specialists in Oak Floor- 


Contact us on your 
needs. 


~» ing. General wholesal- ~~ 
= ers of all lumber items. = 





5 R A. Long Bld 
Kansas City 6, Mo 




















RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available for 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly points 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo- 
ber Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Dlinois 
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Sands of new home prospects, 








Red Cedar Closet Lining 
Rrown’s 
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100% oil content 


Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 
Nothing Better than 


Only SUPER- 

CEDAR is of 
the same uni- 
form high quali- 
ty standard that 
guarantees every 
package to contain 
90% Red Heart or 
better, and 100% oil 

content that produces 
the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 
closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 






[weg | 
-RCEDAR 
CLOSET LINING 


SS 








SEALED 
PACKAGED 
LABELED 





architects and builders. SUPER- 
} CEDAR closet lining is surfaced, 
/tongue and grooved, ready to put 

on with no waste. Packaged and 

) sealed with the Geo. C. Brown label 
hand guarantee, famous since 1886. 


Product of 


| GEO. C. BROWN & CO., Inc. 


GREENSBORO, N. C. ESTABLISHED 1886 
wy \-1c]-4-pee Yel Vongel-1-4-1-meld 
AROMATIC RED CEDAR IN THE WORLD 


OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 
WOODWAY 


VENETIAN BLIND—SLATS, 
RAIL & FASCIA 





MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 




















a WOODWAY 
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ers’ hardware. He will direct the sales 
for the two concerns from his head- 
quarters in San Francisco. His com- 
plete territory comprises the 11 states 
west of the Rockies. 


The Nichols Wire & Aluminum 
Company, Davenport, Iowa, announces 
the opening of a Central Division 
Sales Office in Cincinnati, Ohio at 18 
East Fourth St. Joseph H. Luebbe 
has been appointed district manager 
and will supervise sales of Never- 
Stain Aluminum Nails, Clothesline 
and other products in the territory 
which includes Ohio, Pennsylvania, 
West Virginia, Kentucky, Tennessee, 
Indiana and Michigan. 


Wood Window Experts 
Design Ad Kit 
(Continued from page 107) 


work, National Woodwork 
Manufacturers Association and 
Western Pine Association, co- 
operating together through the 
Wood Window Information 
Service. 

Woodwork jobbers through- 
out the country are actively 
supporting this advertising 
campaign. 

Among the advantages of 
wood windows as mentioned in 
the campaign are resistance to 
decay and swelling; insulation 
qualities, beautiful styles avail- 
able, and ease and economy of 
painting. 

Dealers everywhere will find 
these down - to - earth advertis- 
ing aids will do a fine job of 
selling more wood windows, 
storm and combination win- 
dows, screens, and special units 
such as picture and bay win- 
dows. 


One Way to Keep Control 
of Accounts Receivable 
(Continued from page 98) 


bringing other new business to 
Blackstone Lumber Co. The en- 
tire setup promotes a more har- 
monious customer-dealer rela- 
tionship. 

The constant analysis fea- 


ture of this system gives part- - 


ners Madsen and Johnson a 
good picture of exactly how 
much of their accounts receiv- 
able is ready cash and approxi- 
mately when. 

With this information, the 
high chance figure is not too 
alarming and plans can be 
made with a fair degree of ac- 
curacy for expansion and im- 
provement in the operation of 
their business. 











ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No ~~ ome commission or cash discount 


allowe 
Terms — Cash With Order 
imum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
mimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
inimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are specifie 
or used, regular line rate ig charged. 
When ae box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 
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HELP WANTED | 














Plywood salesman, door experience prefer- 
red. State full experience, record of employ- 
ment, sales record and income expected. 
Prosperous distributing business may be ac- 
quired on easy terms to right man. Owner 
desires to retire. Write Box D-38, American 
Lumberman, Inc. 





WANTED 
EXPERIENCED GENERAL MANAGER 


to actively operate large modern 
Flush Door Plant located in Michi- 
gan. Compensation on incentive basis 
according to production record and 
aan. Lifetime opportunity. Address 
—_ o. F-47, American Lumberman, 
nc, 





DRAFTSMAN—WOODWORKING 


Experienced estimating, detailing, job meas- 
urements, stock and special millwork. Good 
opportunity for thoroughly experienced man. 
Write full data, experience, salary desired. 


THE WEISBERG-BAER COMPANY 
4-05 26th AVENUE 
LONG ISLAND CITY 2, N. Y. 





WANTED 

We have a permanent position for a man 

with Yellow Pine Mills and their 
production, who has had wholesaling experi- 
ence to supervise Yellow Pine Department in 
our Chicago office. This is an excellent op- 
portunity for the party who can qualify. 
position carries a generous drawing account 
plus added compensation as a bonus de- 
termined by ts realized. Prefer aq man 


not over forty years of age. 


EDWARD HINES LUMBER CO., 77 W. Wash- 
ington. Chicago 2, Ill. 
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SITUATIONS WANTED 











Wanted: Managers and assistant managers for 
permanent positions and good retail locations 
in South West Missouri. Address Box F-23, 
American Lumberman, Inc. 





SALES MANAGER WANTED 


An old established wholesaler, lo- 
cated in City of 100 thousand is inter- 
ested in obtaining the services of a 
competent and dependable man _ to 
handle the buying and selling of Yel- 
low Pine, Hardwoods and West Coast 
lumber. Remuneration dependent en- 
tirely on effort and results or willing 
offer suitable salary until ability 
demonstrated. We are moderate sized 
operators and do not expect unrea- 
sonable results, to the contrary will 
offer sincere and close cooperation 
and assistance. Owner now has more 
than he can handle. Write fully giv- 
ing all necessary and pertinent infor- 
mation and when available. Shall 
endeavor arrange personal interview. 
All correspondence regarded confiden- 
tion. Address Box F-33, American 
Lumberman, Inc. 





Wanted experienced estimator and detailer 
for house jobs, by large millwork manufac- 
turer and distributor of stock millwork, lo- 
cated in Western Illinois, permanent position. 
State experience and availability. etc. Ad- 
dress Box F-32, American Lumberman, Inc. 





Clerk to wait on trade. Some experience in 
Lumber and Hardware. Good chance for ad- 
vancement. Well known company. Address 
Box F-22, American Lumberman. Inc. 





Wanted: An experienced detailer, estimator 
and biller for special wood mill work. Ad- 
dress Box 128, Brainerd, Minnesota. 





Southern Yellow Pine Sales Manager. includ- 
ing West Coast lumber. optional, with fol- 
lowin g cons s and mills for Yellow 
Pine p Renn Beary Locate in St. Louis, buy 
and sell Yellow Pine. etc.. must be experi- 
enced, capabale producer. good correspond- 
ent. This wonderful opportunity for right 
man. Liberal drawing account, 40-60 split 
rofit on net. Address Box E-32, American 
umberman, Inc. 








Detailer and Biller of Architectural Millwork. 
Must be thoroughly experienced in taking 
measurements, making shop drawings and 
billing into mill. Please state experience, age 
and references. Central Ohio, excellent work- 
ing conditions, steady employment and good 
salary to the right man. Address Box F-30, 
American Lumberman, Inc. 





Industrial Engineer 
Wanted by large midwestern millwork manu- 
facturer. to install incentives and assist in 
plant layout and production planning. Give 
full particulars as to age, experience, salary, 
etc. Address Box F-31, American Lumber- 
man, Inc. 








SITUATIONS WANTED 








- BUSINESS OPPORTUNITIES 





Over 20 years of broad experience in the Re- 
tail, Wholesale and Fabrication Industries. 
Desires position as Manager. assistant to a 
busy Executive or to direct, introduce and 
promote new products. Ability with highest 
references. Reply Box E-62, American Lum- 
berman, Inc. 





Competent, experienced with a background 
of 25 years successfully Merchandising Lum- 
ber and Building Products. Familiar with all 
phases in the Fabrication, Pre-Fabrication. 
Construction and Distribution Industries. Age 
45, can invest and give excellent references. 
Reply Box E-61, American Lumberman, Inc. 





Experienced lumberman, age 38, single, wants 
position with progressive, well-rated retailer, 
wholesaler, or manufacturer as accountant 
or auditor, Minimum salary $350 month. 
—- Box F-35, American Lumberman. 
nc. 





Competent young married man of 35, with 
12 years’ practical experience in lumber and 
building materials business. wishes to locate 
in Northern Illinois or Iowa as _ assistant 
manager of good small town live yard, 
which would offer opportunity for advance- 
ment. Best of references. Address Box F-36, 
American Lumberman, Inc. 





Desire employment as assistant to Production 
Superintendent of well established wood- 
working concern on West Coast or Northern 
States. Forestry Graduate. 30 years of age. 
four years’ experience, best of references. 
Address Box F-37, American Lumberman, Inc. 





Buyer and/or sales—lumber, millwork, whole- 
sale, retail—experienced with Government 
controls, priorities, allocations, middle aged. 
Address Box F-38, American Lumberman, Inc. 





Former owner of wholesale and retail lumber 
yard desires position as superintendent or 
manager in mill or yard. Age 34, experienced 
in Construction, detailing of men, lumber 
operations, finishing mill. estimating, etc. 
State full particulars in first letter. Address 
Box F-39, American Lumberman, Inc. 


SALES REPRESENTATION 
AVAILABLE 


Energetic sales representative for large mid- 
western lumber fabricator, now calling on 
retail lumber trade in Illinois and Indiana, de- 
sires new selling connection with manufac- 
turer or wholesaler of building products. 
Present employer knows of desired change. 
Can furnish excellent references. Address 
Box E-46, American Lumberman, Inc. 














Experienced Retail and Wholesale Lumber & 
Building Material executive would like to rep- 
resent Manufacturer of Industry Products de- 
siring to promote, distribute or warehouse in 
the Middle Atlantic Area. Can invest, best 
references. Address Box E-63, American Lum- 
berman, Inc. 


MANUFACTURERS REPRESENTATIVES 
New England or Orang steady. experienced 
coverage of Building Supply and Hardware 
jobbers. Retail Lumber, Building Supply and 
large Hardware dealers. Desire additional 
volume lines. Address Box F-48, American 
Lumberman, Inc. 











Sales Manager: Lumber Millwork Yard—25 
years’ experience selling, takeoff plans, price 
stock-special, detail, buy. Will pay owners 
wishing to retire or reduce their load to con- 
tact me. Address Box F-28, American Lum- 
berman, Inc. 





Salesman 

With excellent following among retail deal- 
ers, contractors. architects and industries 
within hundred fifty miles of Albany. N. Y.. 
seeks better connection. is experience and 
record of introducing new materials qualifies 

to substantially increase your sales in this 
area. ne Box E-29, American Lumber- 
man, Inc. 





WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New Jersey. Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman. Inc. 





Experienced Lumberman recently emigrated 
from Abroad can fill any kind of position in 
sawmill or lumber yard. Salary secondary 
but opportunity for advancement desired. 
Address Box F-40, American Lumberman, Inc. 
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~ SALES REPRESENTATION | 
WANTED 


Manufacturers Representative Wanted 
Rolling Steel Door manufacturer has open 
territory for aggressive building supply con- 
cerns with own erection crews. Firms in 
larger cities especially invited. Address Box 
F-34, American Lumberman, Inc. 














LUMBER & DIMENSION 
WANTED 








Wanted—Appalachian Hardwoods, also Round 
-_ — Locust. P. O. Box 1323, Cumber- 
and, " 





WANTED—PLYWOOD 
Any Quantity—All Sizes—We Bay cash. 
LEDO PLYWOOD CoO. 
1011 N. Westwood Toledo, Ohio 





Wanted: Clear Kiln Dried Basswood and 
hard maple mouldings. 13/16" x 13/16’ 
square — 7 up. B & K, P.O. Box 1674, 
Paterson, N. J. 


October 7, 1950, AMERICAN LUMBERMAN & 








Would like to hear from Millwork factory jy, 
terested in manufacturing a newly invente 
sensational window and frame unit. Addrey 
Box E-51, American Lumberman, Inc. 


BUSINESS OPPORTUNITIES 
FOR SALE: Lumber, Coal, Building Su 
Millwork. Fuel Oil and Feed business. 
ern Pennsylvania. Address Box E-SS, 
ican Lumberman, Inc. 






















Pplies, 
= 


LICENSE MANUFACTURE 

Fitted for Big Saw Mill Undertaking a Novelty 
of current interest in the building line that jy 
a short time has become a_ amillion-dollg 
article in Europe, will be given up for licens 
manufacture to first-rate sawmill undertaki 
with own sales organization. American patent 
is granted. Manufactured in 13 countries. Th 
manufacture rightly taken care of, can be 
come very profitable. and the use of th 
article has a great importance of politic 
economy. Second rate wood can be used th 
some extent for the manufacture. The cop. 
struction is very simple and does not demanj 
any appreciable erection and equipment cap. 
ital. only to *‘70571,"" c/o American Lumbe. 
man, Inc. 





BUSINESS OPPORTUNITY 


For a man of middle age qualified to act a 
manager of purchases and merchandising fo 
a small growing chain of yards handling 
lumber, building supplies, paint and _ hard 
ware, in Michigan. Must be aggressive and 
able to handle self in competitive market 
with a good potential. Can purchase inter 
est in any amount up to $75,000.00. Good 
base salary. This is an opportunity for the 
right man. Address Box F-41, American Lum- 


berman, Inc. 





Am interested in contacting responsible party 
to enter into partnership to cut, log, saw, 
and dress approximately three million feet 
of pine located south central Florida near ¢ 
fast growing West Coast Florida City. Must 
have good equipment or ability and finances 
to secure same and be able to furnish good 
suitable references of workmanship and hor 
esty. Address all replies to Box F-44, Ameri 
can Lumberman, Inc. 


FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 
—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production 
sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue, North 
Birmingham, Alabama 








BOOKS FOR SALE 

LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in 
United States and Canada. This book will 
help the student and operator to gain a bet 
ter er gg gy A of logging methods em 
ployed. Price $5.00. 

TIMBER PRODUCTS AND INDUSTRIES. 5Y 
N. C. Brown. Covers the harvesting, conver 
sion, and marketing of materials other tha 
lumber, including the principal derivatives 
and extractives. 316 pages. Price $4.00. 

TIMBER CRUISING MANUAL AND RECORD. 
By E. A. Chase. With text of instruction fo 














’ timber cruising and blank pages conveniently 


arranged for cruising notes and record. Prices: 
75 cents each; 6 copies, $4; 12 copies, $7. | 
IDENTIFY HARDWOODS EASILY! 

Know the woods you work with. Simple + r 
page ID chart available for the first time {0 

both the expert and beginner. Covers a 
hardwoods. Only $1.00. Vance Pub. Corp. 

Dept. W. 139 N. Clark, Chicago 2, Ill. 


Xe 





